Greetings... 


To the Officers, Members of Board of Trustees 
and National Committeemen of the National 
Association of Life Underwriters, who are hold- 
ing your mid-year meeting in Kansas City 
today, and to your hosts, the Life Underwriters’ 
Association of Kansas City, the Missouri Asso- 
ciation of Life Underwriters and the Kansas 
Association of Life Underwriters, we extend 


a cordial welcome. 
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We operate in 40 states through Total Resources 
as many branch offices $82,352,114.85 
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Mortgages in N. Y. 
Widely Sought 


Middlewestern and New England 
Companies Enter the Metro- 
politan Field 


UNDERBID GOTHAM FIRMS 


Insurance Investors Attracted by Op- 
portunity to Make Large Single 
Commitments at 4% Interest 


NEW YORK, April 16.—The scarc- 
ity of available avenues of investment 
is causing some New England and mid- 
dle western companies to put large 
chunks of cash in urban mortgages in 
New York City. Several transactions 
in the million-dollar class have been re- 
ported recently. All were refinancing 
operations. One large mortgage is un- 
derstood to have been made at a 4 
percent rate. 

Invasion of the New York territory 
by companies domiciled outside the 
metropolitan New York area is some- 
thing of a novelty. The level of re- 
ported interest rates indicates that the 
outside companies are underbidding the 
New York organizations. The problem 
confronting all companies is to get their 
needlessly large liquid funds into safe 
channels of investment which will give 
a fair yield even though not on a par 
with mortgage interest rates on the 
Same properties before the crash. Large 
mortgages on properties in New York 
and other Jarge centers are exception- 
ally attractive under such circumstances, 
as it takes a good many ordinary-sized 
mortgages to add up to one of the mil- 
lion-dollar variety. Four percent may 
not be what mortgages used to bring, 
but it is considerably more than gov- 
ernment bonds or cash lying in the 
till will draw in the way of interest. 


Still Buyer’s Market 


_ It is still distinctly a buyer's market 
in the mortgage field and lenders are 
subject to two kinds of pressure as 
against one they had to meet in the pre- 
depression days. Formerly the borrower 
Went shopping for the highest loan he 
could get. When he was convinced he 
had the highest amount available, he 
didn’t worry much about the rate of 
interest. 

Nowadays, however, he is shopping 
for the largest loan he can get—on a 
much lower scale of course, than 
formerly. But he is also doing a 
shrewd job of bargaining for the lowest 
interest rate. An exception to the seek- 
‘rs for maximum loans is trustee in a 
reorganization who wants a relatively 
modest loan to make necessary im- 
provements to the property, pay the 
creditors a little something in cash and 
give them debentures or stock for the 
rest of their claims. 

. Mortgage lending for the year to date 
's roughly double what it was a year 
4go but is still a long way from normal. 





Program Given for Medical 
Section of A. L. C. Meeting 





AT WHITE SULPHUR JUNE 11-13 





Three Company Medical Directors— 
Dingman, Dickson, and Lovelace— 
Will Present Papers 





The program for the annual meeting 
of the Medical Section of the Amer- 
ican Life Convention at White Sulphur 
Springs, W. Va., June 11-13, is an- 
nounced by Dr. S. J. Streight, chairman, 
brs is medical director of the Canada 

ife. 

Dr. Raymond Pearl, professor of bi- 
ology Johns Hopkins University, will 
speak on “The Effect of Heredity in 
Cardio-Vascular Diseases.” 

Dr. Waltman Walters, division of 
surgery Mayo Clinic, and Dr. B. S. Cor- 
nell, supervising editor “American Jour- 
nal of Digestive Diseases,” will open 
the subject of “Peptic Ulcer.” 

Dr. H. W. Dingman, vice-president 
and medical director Continental Assur- 
ance, will present the question of “Mo- 
tivation.” 

Dr. Thomas Dickson, Jr., medical di- 
rector Minnesota Mutual, will present 
a paper on “Cardiac Hypertrophy in 
its Relationship to Life Expectancy.” 

Dr. Carl Lovelace, medical director 
Amicable Life, will discuss ‘Essential 
Hypertension as a Factor in Mortality.” 

Dr. D. B. Cragin, medical director 
Aetna Life, is vice-chairman of the sec- 
tion; Dr. B. F. Byrd, associate medical 
director National Life & Accident, is 
secretary and Dr. W. E. Thornton, sec- 
ond vice-president and medical director 
Lincoln National, is program chairman. 








If the present rate of increase holds 
good for the rest of the year, 1936 
should be about 30 percent of normal. 
Small mortgagors, home owners and the 
like, are still requiring forbearance from 
lenders. Although many persons are 
back at work, they have so many imme- 
diate obligations to clean up and often 
have suffered curtailment of credit else- 
where that they have little left to make 
any substantial progress toward catch- 
ing up on their mortgage debts. 





Progress Is Reported in 
Eliminating Part-timers 





Figures denoting progress in eliminat- 
ing part-time agents and unsuccessful 
full-time agents were presented to the 
2gency practices agreement committee 
by Chairman F. H. Davis, vice-president 
Penn Mutual Life, at a meeting in New 
York City. Attending were Vice-presi- 
dent H. E. North, Metropolitan; Vice- 
president W. W. Klingman, Equitable 
of New York; Vice-president H. H. 
Armstrong, Travelers; J. M. Holcombe, 
Jr., manager Sales Research Bureau; 
Vice-president J. G. Behan, Massachu- 
setts Mutual, and Chairman Davis. 

By invitation, the chairman of the 
executive committee of the Association 
of Life Agency Officers, Vice-President 
H. M. Holderness of the Connecticut 
‘Mutual, also was present. 

(CONTINUED ON LAST PAGE) 





Premium Payments Made by 
Beneficiaries Tax Exempt 





U. S. COURT OF APPEALS RULES 





Does Not Constitute Insurance Taken 
Out by Decedent Under 1926 
Estate Law 





If the beneficiary of a life policy pays 
premiums on an assured’s life, even 
though the assured reserves the right to 
change the beneficiary, the insurance is 
exempt from federal estate tax in the 
proportion which the premiums so paid 
bear to the premiums paid by the in- 
sured, the United States court of ap- 
peals, eighth circuit, has ruled, in revers- 
ing the decision of the federal district 
court in Minnesota in the case of Mrs. 
Susan R. Walker vs. United States. The 
court of appeals held that the propor- 
tionate part of the proceeds represented 
by the beneficiary’s payments does not 
constitute insurance “taken out by the 
decedent,” under the federal estate tax 
law of 1926. 

The decision also stated that treasury 
department’s article 25 of regulations 70, 
holding that insurance proceeds are ex- 
empt from tax in the proportion of pre- 
miums paid by the beneficiary, is more 
in line with the intention of the law 
than article 25 or regulations 80, which 
exempts the proceeds of life policies 
only where the insured has given up all 
legal incidents of ownership. 

The decision of the circuit court of 
appeals is not final, as it is considered 
quite likely that the government will 
carry the case to the United States Su- 
preme Court. However, it is looked 
upon as a distinctly favorable omen for 
an ultimately favorable decision. 





Buckner Advises Veterans 
to Keep Their Bonus Bonds 


The New York Life has advised its 
agents not to make an effort to induce 
veterans to cash the United States gov- 
ernment bonds received in connection 
with the payment of the bonus, for the 
purpose of taking out life insurance 
with the proceeds, according to a let- 
ter sent to branch offices by President 
Thomas A. Buckner. 

President Buckner pointed out that 
during the war the New York Life 
urged veterans to take out war risk in- 
surance, and to keep it in force after- 
wards. 

“If we were now asked to advise the 
veterans,” he continued, “we would also 
urge them to keep their bonus money in 
United States government bonds. There 
is no safer investment. The bonds pro- 
vide a liquid reserve in case of emer- 
gency and they pay 3 percent interest. 
If these bonds are not cashed before 
they become due they will then pro- 
vide the veteran with funds for his later 
years, which is one of the principal and 
original purposes of the bonus. 

“While many veterans will probably 
use the proceeds of their bonds to pay 
off indebtedness, undoubtedly many 
others will waste the money or lose it 
in speculative ventures, agents can do 
a real service by inducing veterans, who 
can possibly afford to do so, to keep 
their bonds.” 








Metropolitan Finds 
Deaths Can Be Cut 


Great Improvement in Influenza 
and Pneumonia Mortality 
Is Possible 


SEE $19,000,000 SAVINGS 


Application of Best Medical Knowledge, 
No Miracle Serums, Points 
Way to Betterment 


NEW YORK, April 16—Savings of 
the order of $19,000,000 a year to legal 
teserve life companies through influenza 
and pneumonia mortality improvement 
are already within reach, according to 
figures given out by Dr. D. B. Arm- 
strong, third vice-president Metropoli- 
tan, following a recent meeting of the 
influenza-pneumonia commission of that 
company. 

While gratifying progress is being 
made toward development of further 
methods of fighting influenza and pneu- 
monia, Dr. Armstrong emphasized that 
realization of these huge savings does 
not depend on discovery of any new 
serums or of preventive measures now 
unknown, but merely on widespread and 
prompt application of the best medical 
knowledge available. 


Great Reduction Possible 


Serums are obtainable which, if given 
promptly in the approximately 500,000 
cases of pneumonia which occur each 
year, would cut the death toll from 
some 103,000 to about 65,000, or about 
37 percent. In the most common type 
of pneumonia, which accounts for 163,- 
000 cases and 30,000 deaths annually, 
the saving would be 20,000 deaths or 
67 percent. On the other hand, it is 
true that no serum yet developed is 
effective against certain other types of 
pneumonia, which in the aggregate ac- 
count for 200,000 cases and 38,000 deaths 
per year. 

However, serums are not the only 
means of fighting pneumonia and 
prompt, modern medical methods are 
helpful in cutting the death rate even 
where serum is unavailing. 


Use of Serum Helpful 


Fortunately, the ratio of deaths per 
person in the latter type of case is about 
19 percent against 21.6 for pneumonia 
cases as a whole. In the most deadly 
type of pneumonia, where one patient 
out of every three contracting it dies, 
the number of deaths can be cut 48 
percent through the use of serum. 

The importance of the influenza angle 
is that that disease, while comparatively 
rarely causing death by itself, frequently 
paves the way for a fatal attack of pneu- 
monia. Influenza is a virus disease, that 
is, it is caused by a substance or organ- 
ism so minute that it will pass through 
the finest filter and is invisible under 
the most powerful microscope. 

(CONTINUED ON LAST PAGE) 
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Life Insurance Is Essential to Balanced 
Large Investment Program 


NEW YORK, April 16.—Investment 
counselors and others who advise about 
investments will soon be forced to pay 
much greater attention to the tax ad- 
vantages and special estate values of 
investments and therefore to the neces- 
sity of life insurance as a substantial 
part of a large, balanced investment 
program, Paul F, Clark, general agent, 
John Hancock Mutual Life in Boston, 
predicted to members of the New York 
City Life Underwriters Association. 

“We have found that very few under- 
writers and practically none of our 
clients know the various exclusions, 
exemptions and deductions that are 
open to them and the really substantial 
tax savings that can be effected, espe- 
cially to people of large means or in- 
comes, by taking advantage of them.” 


Cites Nine Exemptions 


Following is Mr. Clark’s list of nine 
exemptions and a summary of the ap- 
proach for each. 

1. The $40,000 general estate exemp- 
tion. “This is the only exemption your 
executor gets without your having care- 
fully planned for it.” 

2-3. The $40,000 life insurance ex- 
emption and the $40,000 gift tax-exemp- 
tion. “You probably have used the total 
value of both of these?” The prospect 
probably hasn’t, Mr. Clark explained, 
which opens the way for the agent to 
show him how to do it. 

4. Life insurance exemptions in New 
York, New Jersey and Connecticut. 
“Did you know that neither New Jersey 
nor Connecticut imposes any tax on 
the proceeds of life insurance to a 
named beneficiary, and New York only 
after substantial exemptions?” 

5. Available income tax savings. 
“Have you created any trusts or sepa- 
rate funds providing necessary income, 
but not payable to you?” Mr. Clark 
cited an example of a woman in a 
sufficiently high income tax bracket that 
it was taking the income from $400,000 
of securities to pay the premium on 
$250,000 of life insurance. By putting a 
considerable share of the $400,000 into 
single premium life insurance and annui- 
ties she got the advantage of a lower 
income tax bracket. 

6. Gift tax annual $5,000 exclusion 
after $40,000 exemption is used up. “Did 
you know that if you have a wife and 
four children or any five people whom 
you plan to leave money to, that you 
can give away $25,000 per year, even if 





Prudential Staff Men to 
Hold Annual Conference 








Virtually every section of the United 
States and Canada will be represented 
at the annual business conference of the 
Prudential to be held in Newark and 
New York for three days, April 20-22. 
More than 500 district superintendents 
and managers will join with home of- 
fice executives in the conference. At the 
first session President E. D. Duffield 
will preside. There will be a reception 
by officers the first afternoon and Tues- 
day and Wednesday sectional meetings 
will take place in the home office and 
in the Commodore Hotel, New York. 

The annual banquet is set for Wed- 
nesday night. President Duffield will 
be toastmaster at the dinner. Speakers 
will include Dr. Harold Dodds, presi- 
dent of Princeton, and M. A. E. Mor- 
gan, principal and vice-chancellor Mc- 
Gill University, Montreal, representing 
the Dominion. The invocation will be 
offered by the Very Rev. Arthur Dum- 
per, dean of Trinity Cathedral, New- 


you have already taken the $40,000 al- 
lowed?” 

7. Exempting life insurance above 
$40,000. “If you have more than $40,- 
000 of insurance and have not divested 
yourself of ownership did you know 
that you could, and that it would prob- 
ably be much cheaper to do it now than 
to have it taxable in the top brackets 
later?” 

8. Low gift taxes vs. higher estate 
taxes. “If you have a large estate, why 
not give now and pay low gift taxes, 
rather than have your estate pay bigger 
inheritance taxes later?” 

9. Annuities and life insurance divi- 
dends. “Have you taken advantage of 
income through annuities and life insur- 
ance dividends?” 

“I think many have lost a great op- 





portunity in not selling insurance on the 
life of a husband or wife to meet death 
duties, often where a part of the estate 
has been given them,” Mr. Clark con- 
tinued. “This is especially true of in- 
surance on the lives of wives, where 
part of the estate has been transferred 
to them. As a result of our failure 
to bring this to the attention of many 
of our clients, they are going to pay 
taxes which you could have saved them. 

“In a situation of this kind, my ap- 
proach is something like this: “There 
is no guarantee, because you gave your 
wife or husband part of your estate, 
that you are not going to pay a tax on 
it. You surely ought not to have to 
pay a tax on part of your own estate 
if it comes bouncing back to you.’” 

Mr. Clark described a case of this 








Federal Tax Will Spur 
Need for Life Insurance 





Business life insurance may be influ- 
enced or affected by the new tax plan 
suggested by the President and now 
pending in Congress. This is the so- 
called surplus tax plan, forcing corpora- 
tions to distribute all of their earnings 
so as to get them into the hands of 
stockholders, where they may be taxed. 
Individual life insurance will also bene- 
fit. Any additional dividends will give 
many stockholders more money to in- 
vest, and life insurance will be a natural 
investment for consideration. 

The forced distribution of earnings 
would seem to open a big field for busi- 
ness life insurance, especially among the 
smaller corporations. Many of them are 
practically incorporated partnerships, or 
“corporations sole.’ The proprietors 
often leave considerable money in the 
business with a view to leaving it 
strongly fortified against their death. 
The heavy penalties on accumulations 
mean that the money must be used in 
some way, either as an expenditure of 
the corporation or as a dividend. The 
inability to strengthen the corporation 
by natural accumulations will create in 
many cases an acute need for business 
life insurance. 


Points Affect Insurance 


Various questions will call for solu- 
tion. Thus if a stockholder takes out a 
policy and gives it to the corporation, 
divesting himself of all incidents of own- 
ership, will the proceeds when received 
be a profit or a gift to the corporation? 
If they are a profit of course they will 
have to be distributed, like ordinary in- 
come, but if a gift they can be retained 
in the company, like an assessment on 





stockholders or new capital. At least 
the stockholders can take insurance pay- 


able to those who will inherit the stock, 
so that they will be able to strengthen. 
the company in case of need. 

An important point is that where a 
corporation distributes all its profits, it 
will have 15 percent more to pay in divi- 
dends than under the old law, because 
it will save the 15 percent corporation 
income tax. Thus the dividends will be 
increased not merely by the amount for- 
merly retained, but also by the 15 per- 
cent saving in tax. 


Must Fortify Situation 


The higher income of shareholders 
should also help the sale of individual 
policies. When a corporation is con- 
stantly strengthening itself by plowing 
money back into the business, the 
shareholder expects a natural accretion 
in the value or stability of his holdings. 
He feels somewhat free to spend all the 
dividends. With the corporation forced 
to pay out all its earnings, the need for 
thrift is transferred to the shareholder 
himself. He must fortify his own fu- 
ture, or the future of those to whom he 
would naturally leave his shares. 

Life insurance of course is the ideal 
means of replacing the safeguards for- 
merly seen in the accretions to the share 
values. The money for premiums is at 
the same time provided by the forcing 
of additional dividends and the saving 
of 15 percent of earnings heretofore paid 
as taxes by the corporations. 

Because of the involved method of 
figuring the new tax, the stated rates 
give very little idea of the amounts to 
be paid. Life insurance men will need 
to understand the operations of the new 
tax. IIustrations of the tax on a cor- 
porate income of $5,000 and one of 
$50,000 are found in a table herewith. 








Illustrations of Proposed Surplus Tax 








$5,000 ADJUSTED NET INCOME 





ark. 


c—Penalties on Sums Retained—, 


Brackets Tax on Div. Pd. Tax on n 
Undistributed Adjusted Out of Div.and Total -——By Brackets 

Net Income NetIncome Adj.Net Surp. Sum Jumpin Jumpin Rati 
Pct Amount Pct. Amount Income Comb. Pct. Bracket Tax Pot. 
10 500 1 50 4 1.01 10 uieate Weuteis's A 
20 1,000 3.5 175 3,850 3.63 17.5 $ 500 $ 125 25 
30 ,500 7.5 375 3,125 8.10 25 500 200 40 
40 2,000 13 650 2,350 14.94 32.5 500 300 60 
50 2,500 18.5 925 5575 22.69 37 500 275 55 
60 3,00 24 1,200 800 31.58 40 500 275 55 
70 3,500 29.5 1,475 25 1.84 42.1 500 275 55 
70.3 3,515 29.7 1,485 0 42.20 42.2 500 10 66.7 

$50,000 ADJUSTED NET INCOME 

10 $ 5,000 4 $ 2,000 $45,000 4.17 i TS 
20 10,000 9 4,500 35,500 9.89 45 $5,000 $2,500 50 
30 15,000 15 7,500 28,000 17.65 50 5,0 3,00 60 
40 0,000 25 12,500 17,500 33.33 62.5 5,000 5,000 100 
50 25,000 35 17,500 7,500 53.84 70 5,000 5,000 100 
57 28,500 42.5 1,250 250 73.91 74.6 3,500 g 38,750 107.1 


type where the client, who already haq 
$150,000 on his own life, bought $75,999 
on his wife’s life to cover this contin. 
gency, and the realization of his plight 
caused him to buy an additional $149. 
000 over and above his $150,000 to cover 
the same possibility in his own case. 

Another fruitful field is among men 
or women of means who have purchased 
annuities (protected by life insurance) 
for their spouses who thereupon assume 
certain expenses. This saves income 
tax by placing a substantial part of 
the income in a lower tax bracket, [pn 
a case where a client objected to buying 
annuities because the return was less 
than the former rate on annuities, Mr 
Clark was able to point out to him that 
the appreciation in his securities since 
the time when he could have bought the 
annuities at the more favorable rates 
more than offset the present lowered an- 
nuity return. 


Should Prove Belief 


“I am a firm believer that one can 

never fully appreciate the advantages of 
life insurance as an investment, as a 
minimizer of taxes, and in the conserya- 
tion of estates, until we have taken 
such of these steps ourselves as will he 
helpful to us and give proof of our 
sincere belief in the principles we are 
recounting,” Mr. Clark declared. “Some 
of the best underwriters I have known 
have actually burdened themselves with 
insurance and annual premium annui- 
ties, but they have taken their programs 
to their clients and have profited enor- 
mously in their own sales. One in our 
office told me recently that he sold 
most of his business on his own pro- 
gram, and that the extra commission 
had a good deal more than carried his 
entire program. 
_ “I have great satisfaction in explain- 
ing my program. Certainly, I could 
not be classed with the rich, or even 
with the near-rich, but I have built an 
estate, first through life insurance and 
annuities, and later through bonds and 
equities, and I know I can tell men 
sincerely that I have a greater sense 
of security for myself and my family in 
my investments in life insurance, along 
with the other 65,000,000 policyholders 
who have invested in life insurance with 
me. 


Return as High as Any Investment 


“T also tell them that when my job 
is finished, whether the battle will be 
lost or won, I believe I will have had 
as high a return on my dollars invested 
in life insurance as the other invest- 
ments I have made. And of one thing 
I am certain: that my wife and chil- 
dren will get more and the tax collec- 
tors less on my life insurance estate 
than anything else I own. Haven't we 
come to the point where the little and 
average man especially needs life in- 
surance, because without it he leaves 
little or nothing, and the big man espe 
cially needs life insurance because with- 
out it he may have almost nothing left? 





Survey of Advertising Costs 


The results of a survey of life com 
pany expenditures for advertising dur 
ing 1935 will be released at the South- 
ern Agency Officers Conference Apt 
28-29 at Birmingham, under the aus 
pices of the Sales Research Bureau. The 
survey was completed under the direc- 
tion of a Committee of the Life Adver- 
tisers Association, of which K. R. Mil- 
ler of the Research Bureau is chairmat. 
Forty-six companies contributed data 
A similar survey was made last year 
It will now be possible to make com 





parisons. 
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Executive Committee Votes 
for Mutualization Plan 


DETAILS NOT WORKED OUT 





pirectors of General American Are 
Certain to Ratify Proposal at Meet- 


ing Later This Month 





ST. LOUIS, April 16—The General 
American Life is definitely committed 


{) mutualization. 


The plan is still to 


be worked out, subject to the approval 
of the Missouri department, but the 
management has officially committed it- 


slf to the change. 


The executive committee voted in 
for of mutualization, and members 
pledged themselves to use “all honor- 
able means” to break up the interlock- 
ing control of General American and 


Southwestern Life. 
Keeping Operations Distinct 


A resolution adopted by the commit- 
tee stated that the recent sale by Equity 
Corporation to Southwestern Investors 
Corporation of 83% percent of the stock 
of General American was “without our 


consent or knowledge.” 


The resolution 


said the management and operations of 
the two companies should be entirely 
separate. The committee approved plans 
for the trust agreement under which 
control of General American would be 
placed in the hands of three St. Louis 


directors of the company. 


The directors of General American 
will meet April 20 and will doubtless 


approve mutualization. 
for mutualization are 
One would re- 


Three plans 


under consideration. 


quire a new law to provide for direct 


mutualization. 


legis- 


lature will not meet until January, 1937. 
Under an alternative plan a new mu- 
tual company would be organized to re- 
insure the business of General Amer- 


ican, 


From Washington it was announced 
that a 10-year option had been granted 
to an unidentified person to buy up to 
2,000 shares of the common stock of 
General American Securities Corpora- 
tion. This option was listed on the 
company’s registration statement with 
the Securities & Exchange Commission. 
Under the option the company from 
Sept. 8, 1933, might sell up to 2,000 
shares at $25 each for five years from 
that date and at $15 additional for each 
share for each year or fraction subse- 
quent to that date until the period is 
up. The statement had been on file 


with the SEC since 1935. 


Equity Se- 


curity Corporation owned 87% percent 
of the stock of General American Se- 
curities Corporation as of May 31, 1935. 
Until the recent sale to the Southwest- 
etn Investors Corporation and South- 
western Life, General American Secur- 
ities Corporation owned 93 percent of 
the stock of General American Life. It 
has 8,000 shares of common stock au- 
thorized and 5,430 shares outstanding. 


Missouri State Stockholders 


_ One of the important considerations 
i any mutualization plan is the interest 
of the stockholders of the old Missouri 
State. Those stockholders are entitled 
to some salvage after the liens on Mis- 
souri State policies are removed and 
they are entitled to $7.50 per thousand 
for the business after the end of 15 
years. The Kentucky Home Mutual 


Life of 


Louisville, for instance, holds 


any 150,000 shares of Missouri State 
ife stock and that company would be 
naturally interested in any mutualization 


program. 


Perhaps the natural way to mutualize 
— be to pay off the stockholders of 
the General American Life from profits 
realized from the business of the Mis- 


souri State-General American. 


ever, it is doubtf 


How- 


ul if those profits would 


be sufficient to retire the stock within 
a reasonably short period. Apparently 


(CONTINUED ON LAST PAGE) 





B. C. Forbes’ Warning on 
Letting Santa Claus Do It 





PEOPLE MUST WORK, SAVE 





Economist Sees Some _ Favorable 
Omens in the Skies and Hopes 


They Mean Something 





_NEW YORK, April 16.—‘“It is up to 
life insurance men as to no other group 
in the country to combat the hallucina- 
tion that it is no longer necessary to 
sweat and scrimp and save but let Santa 
Claus at Washington take over the 
whole job,” B. C. Forbes, editor and 
publisher of “Forbes Magazine,” told 
the New York City Life Underwriters’ 
Association at its April meeting. 

“The moment a nation céases to save, 
it begins to be lost,” he warned, urging 
life agents to seize their opportunity to 
get the younger people to thinking 
straight about economics, finance, and 
life insurance. 


Sees Favorable Trends 


Predicting a close contest in the com- 
ing presidential election, Mr. Forbes re- 
fused to make any predictions as to 
whether the present administration 
would be ousted. As evidence of a “re- 
turn toward a sense of sanity,” he cited 
the acknowledged failure of the social 
credit scheme in the province of Al- 
berta, Canada; the exposure of the in- 
side workings of the Townsend plan; 
and the crushing defeat of the Socialist 
party in Milwaukee despite the personal 
victory of the party’s candidate for 
mayor. 

Whether the trend away from “these 
rainbows” can gather sufficient momen- 
tum by November will determine how 
the election will go, Mr. Forbes pre- 
dicted. 





General Mutual Launches 


Intensive Sales Campaign 

















Cc. E. LINDEMANN 


C. E. Lindemann, who recently joined 
the General Mutual Life of Van Wert, 
O., as superintendent of agents, was for- 
merly located in Chicago. His last con- 
nection was with the Globe Life of that 
city as agency manager. Previously he 
operated the home office agency of the 
Reliance Mutual Life of Chicago. 


Launching Expansion Program 


The General Mutual Life is launching 
a new program of expansion which will 
include the active and intensive develop- 
ment of all territories in Ohio and IIli- 
nois. 

The General Mutual Life was organ- 
ized and is managed by responsible in- 
surance men who are also executives of 
the Central Manufacturers’ Mutual Fire, 
a 60 year old company. 








30,000 by June 30. 


high plane. 


Independence Square 





A Progressive Force 


The National Association is conducting another of the 
membership campaigns in which from time to time it has been 
so successful. The present goal is a membership increase of 
The local Associations everywhere, so 
it is reported, have taken hold with an enthusiastic determina- 
tion which assures success. The interest of the Home Offices 
is as keen as that of the Field. 


This great Association,—as closely integral as the com- 
panies themselves in the institution of life insurance,—long 
ago reached mature age and vital importance. 
markedly successful, in either initiating or making possible 
many of the forward steps in the Field of life underwriting 
that have been profitable alike to the Agent, to the Companies, 
and to the public. There has been no more progressive force 
than the Association in raising life insurance to its present 


We join with all other well-wishers in predicting success 
for this year’s membership campaign. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


It has been 


PHILADELPHIA 











Kingsley to Be Honored at 
Pennsylvania Days Banquet 





WILL MEET IN PHILADELPHIA 





Leaders of All Companies Plan Testi- 
monial to New Penn Mutual 
Life President 





PHILADELPHIA, April 16.—The 
annual banquet of the Insurance Fed- 
eration of Pennsylvania to be held dur- 
ing its 1936 Pennsylvania Insurance 
Days June 4-6 at the Bellevue-Strat- 
ford Hotel, Philadelphia, will be in the 
form of a testimonial to W. H. Kings- 
ley, newly elected president of the 
Penn Mutual Life and president of the 
Pennsylvania Federation from 1928 to 
1931. 

Otho E. Lane, president of the Fire 
Association, is chairman of the banquet 
committee. Members of the commit- 
tee include: M. Albert Linton, president 
Provident Mutual Life; Alexander 
Mackie, president Presbyterian Minis- 
ters Fund; Clifton Maloney, president 
Philadelphia Life; Albert Short, presi- 
dent Girard Life; Walter LeMar Tal- 
bot, president Fidelity Mutual Life; J. 
Coyle Town, president Pennsylvania 
Mutual Life, and Basil S. Walsh, presi- 
dent Home Life of America. 

John A. Stevenson, vice-president 
Penn Mutual Life, has been named 
general chairman of the convention 
committee, and Homer W. Teamer, 
secretary-manager of the federation, 
secretary. The various committees are 
composed of members of the general 
convention committee. 

Sectional program chairmen are: W. 
J. Bradley, publicity manager Home 
Life of America, industrial life; J. L. 
Cornog, president Philanthropic Mu- 
tual Life, industrial health and accident; 
John W. Donahue, resident vice-presi- 
dent Maryland Casualty, casualty; J. 
Victor Herd, vice-president Fire Asso- 
ciation, fire; Edward A. Kenny, presi- 
dent Accident & Health Club of Phila- 
delphia, accident and health; Clifton 
Maloney, president Philadelphia Life, 
ordinary life. 

Other chairmen are: Publicity, W. 
Stanley Kite, resident vice-president 
Hartford Accident; reception and regis- 
tration, Alvin D. Beyer, Norristown; 
smoker, W. B. Corey, secretary Provi- 
- Industrial Life, Health & Acci- 
ent. 


Producers Attend Congress 
of Milwaukee Association 


MILWAUKEE, April 16.— Alfred 
Korbel, Massachusetts Mutual Life, 
presided at the sales congress of the 
Milwaukee Association of Life Under- 
writers here today. Speakers included 
C. D. Connell, general agent Provident 
Mutual, New York City, who discussed 
successful sales plans; Louis Behr, mil- 
lion dollar producer Equitable Life of 
New York in Chicago, who explained 
his prospecting system and approach, 
and E. W. Owen, manager Detroit 
agency Sun Life, “The 13 Keys to Suc- 
cess,” and J. N. Patterson, New Eng- 
land Mutual, president Milwaukee as- 
sociation. Local life agents presented 
an “Amateur Hour,” with Frank 
Chandler, sales director Massachusetts 
Mutual Milwaukee agency as “Major 
Bowles.” 


Central Life Wisconsin Rally 

M. G. Fox of Appleton, Wis., pre- 
sided at a meeting of Central Life of 
Iowa, salesmen from the Appleton and 
lake shore district of Wisconsin. Speak- 
ers were: B. E. Newby, Green Bay, 
“Inflation As It Affects Life Insurance;” 
W. H. Meyer, Shawano, “Answering 
Objections,” and B. W. Hilgendorf, Ap- 
pleton, “Learning to Live Correctly As 

















a Life Insurance Man.” 
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Stringent Questionnaire 
Sent to Minnesota Agents 





NEW LICENSE FORM ADOPTED 





Commissioner Yetka Plans to Weed Out 
Inefficient and Undesirable 
Representatives 





ST. PAUL, April 16—Weeding out 
of inefficient and undesirable insurance 
agents in Minnesota got under way this 
week with the sending out of stringent 
application questionnaires to some 24,000 
licensed agents by the Minnesota depart- 
ment. These must be filled in and re- 
turned to the department not later than 
June 1. When they are in his hands 
Commissioner Yetka hopes to have a 
detailed picture of the agency setup in 
Minnesota that will enable him to put 
it on the highest plane in the state’s 
history. 

Must Answer 34 Questions 


Previous agents’ application blanks 
have been simple aftairs that helped 


little in determining the applicant's 
qualifications, according to Commis- 
sioner Yetka. The new questionnaire 


comprises 34 questions that pry deep 
into the applicant’s character and rec- 
ord. If he intends to go into the insur- 
ance line merely to handle the risks of 
some other business which he is in or 
associated with, the applicant must so 
state. He must state how much time he 
intends to devote to the insurance busi- 
ness. 

The applicant must be able to answer 
several questions about the insurance 
business in general and must understand 
the penalties for violations of insurance 
laws in Minnesota. Any individual ap- 
plicant against whom there are claims by 
company, or an agency must so state. 

Of particular interest to life insurance 
companies is the requirement that an ap- 
plicant agrees not to engage in twisting 
nor to persuade any person or firm to 
lapse a policy. 

Reqvire Certificate of Character 


In addition to the 34 questions involv- 
ing his fitness for a license, the appli- 
cant must present a certificate of char- 
acter signed by two reputable citizens of 
Minnesota. 

Mere filling in of the application 
blank, however, does not mean that the 
applicant will get a license. That will 
be decided by Commissioner Yetka after 
studying the blank. 

Established insurance agents through- 
out the state are well pleased with the 
questionnaire. They have felt for a 
long time that a checking up on agents 
was desirable in order to rid the busi- 
ness of some of the inefficient ones. 





Salary Deduction for Police 


The Life of Virginia has signed up 
200 members of the Richmond, Va., po- 
lice force for insurance under the sal- 
ary savings plan, the applications to- 
taling $300,000. The business was writ- 
ten by H. R. Hill, manager Richmond 
district. 








Head of Exhibits 











A. S. ANDERSON 


A. S. Anderson, who is in charge of 
sales promotion work for the Equitable 
Life of Iowa, has been placed in charge 
of the exhibit of life insurance adver- 
tising and sales promotion material to 
be displayed at the annual meeting of 
the Life Advertisers Association in Chi- 
cago Nov. 12-14. At the Des Moines 
convention of the National Association 
of Life Underwriters last year, he han- 
dled a display of advertising and sales 
promotion material for the direct mail 
seminar. He has been with the Equi- 
table of Iowa since 1929. 


Chicago Session May 22 


The mid-western conference of the 
Life Advertisers Association will be 
held in Chicago May 22. W. T. Plogs- 
terth, director of field service for the 
Lincoln National, is chairman. 


Would Limit the Dividends 


The Canadian senate is now consider- 
ing an amendment to the Canadian and 
British insurance companies’ act which 
would restrict the profits to stockhold- 
ers on participating policies to 5 per- 
cent. At present participating policy- 
holders are entitled to not less than 90 
percent of the profits from the partici- 
pating business. The present rule has 
been in effect since 1910. 

The Canadian Life Insurance Officers 
Association has requested that the 
amendment be held up, and representa- 
tives of the companies will be heard by 
the banking and commerce committee 
of the senate about April 29. 

Some of the smaller companies would 
be affected to the greatest extent. 


Kentucky Approves Exemption 


FRANKFORT, KY., April 16.—Life 
insurance payments up to $20,000 were 
exempted from the inheritance tax bill as 
passed by the Kentucky senate. The 
bill goes back to the house for concur- 
rence in amendments. 





Residential Building Boom 
Under Way, Survey Shows 





ACTIVITY IN MANY CITIES 





Speculative Builders Buying Lots in 
Blocks in Western and Middle 


Western States 





MINNEAPOLIS, April 16.—Zoom- 
ing sales of residential building lots in 
the first three months of 1936, both to 
speculative builders and individual home 
planners, are revealed in a survey of 68 
American cities, and offer the best proot 
that the predicted home building boom 
is actually here. 

Speculative builders are buying resi- 
dential lots in blocks in many central, 
middle western and western cities, while 
suburban additions, dormant for years, 
are perking into activity according to 
the survey, made by Northwestern Na- 
tional Life. The report summarizes data 
gathered from real estate boards, real- 
tors, and abstract companies in the vari- 
ous cities covered. 


Fifty Show Increases 


Of the 68 cities reporting, 50 show 
definite increases in the sale of residen- 
tial lots for the first quarter of this year. 
The least improvement was found in 
New England and the east, although 
Boston, Brooklyn and Philadelphia show 
considerable suburban activity, and 
Washington reports speculative builders 
keeping brokers busy locating residen- 
tial sites. 

Every one of the 20 southern cities 
reporting in the survey showed marked 
increase in residential lot sales, but with 
striking uniformity, sales of home sites 
in the south so far this year are being 
made chiefly to individual purchasers, 
who expect to build their own homes. 
Little speculative activity is noted as yet, 
with the exception of Atlanta, Miami, 
Birmingham, and Savannah. Wilming- 
ton, Del. reports “Large companies 
moving with hundreds of employes into 
Delaware for tax reasons, causing acute 
house shortage and active realty mar- 
kets.” 

Buy Lots in Blocks 


In the central and middle western 
states, contractors are beginning to buy 
lots in blocks in Minneapolis, St. Paul, 
and Grand Rapids, Mich., while sharply 
increased sales of home sites are re- 
ported in Chicago suburbs, and in Cin- 
cinnati, Toledo, Dayton, Detroit and 
Madison, Wis. 

Of the 20 western and southwestern 
cities, 16 report sharp increases in sales 
of residential lots already this year, with 
special activity in Oklahoma City, Tulsa, 
Dallas, Houston, Fort Worth, San Fran- 
cisco, Beverly Hills, Cal., Spokane and 
Seattle. 


Charges Breach of Contract 

F. C. Grovey of Camden, Ark., has 
filed an action for damages of $250,000 
against the Washington National, alleg- 
ing breach of contract. He charges 
that he was retained as general agent, 
established offices and. employed a lot 
of agents. 





Some Companies Discontinye 


Selling the $500 Contrag 





SAID TO BE UNPROFITABLE 





Medical, Inspection and Acquisition 
Cost Represent Larger Pro. 
portion of Premium 





A number of life companies have quit 
selling ordinary policies for as low an 
amount as $500. The decision was base¢ 
on the finding that in this small bracke 
the acquisition cost, medical and inspec. 
tion expense constitutes a proportion of 
the premium so great that the busines. 
is unprofitable. "7 

The $500 policy is on the dividing fine 
between ordinary and industrial insyr. 
ance. In many companies it is written 
on the so-called intermediate form 
which has adjusted cash and non-for. 
feiture values, and is a contract about 
half way between the industrial and 
ordinary policy. 


Opinions Differ 


One company that is continuing to 
write a $500 policy on ordinary basis 
frequently receives applications in this 
amount. One of its agency managers 
finds about one policy in 10 passing 
through his office of this size. Agencies 
of other companies, however, find the 
small amount policy an unimportant 
factor. One very large office receives 
only three or four applications a month 
of this size. 

It is the belief of most general agents 
and managers that the agent who can 
get an application for $500 can just as 
well get it for $1,000. As a rule the 
$500 policy premium is so small it must 
be paid on the annual basis and cannot 
be split up even so it can be paid semi- 
annually, as this would conflict with the 
$10 minimum premium practice of most 
companies. 


Allows Less Margin 


It is probably safe to say that most 
companies do not care to sell this small 
contract, as every item in its issuance 
represents just as much cost as the 
corresponding one for a policy of $1,000 
or greater. Therefore, there is less 
margin. Possibly it serves a_ useful 
function as a “pot-boiler” for new agents 
and also serves as a burial policy for 
people of small means. 





Refuses to Give Information 


THE NATIONAL UNDERWRITER has fe 
ceived a number of inquiries as to the 
status of the Naval Mutual Aid Assocr 
ation of Washington, D. C., which is 4 
cooperative organization of Navy officers 
running some sort of an_ insurance 
scheme. This is operated on the assess- 
ment basis but the officers decline to 
give any information about it. THE 
NATIONAL UNDERWRITER requested its 
Washington, D. C., correspondent 
give a report but on inquiry he was re 
fused any information whatever. lI! 
stated that it has no official connection 
with the Navy department itself. 
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Experience of Fraternal Organizations in 
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Someone is Killed by Accident 
25,000 Are Injured Every Day 


One Person in 6 Is Disabled by Sickness 
Every Year 
Disability, whether from sickness or accident, 


usually results in the discontinuance of the earned 
income. 


B.M.A. has recognized that Business and Pro- 
fessional men and women need protection for 
themselves against loss of income caused by dis- 
ability—as well as protection for their families in 
event of death. They protect the income against 
Life’s 5 Great Hazards 


SICKNESS ACCIDENT 
FINANCIAL DIFFICULTY 
OLD AGE DEATH 


B. M.A. Protects the Income All Ways 


BUSINESS MEN'S 
ASSURANCE @O. 


Kansas City, Mo. 











W. T. Grant, President 





Accident and Health Insurance Week— April 20-25 








R. OC. BERGER 


The Connecticut Mutual Life an- 
nounces the advancement of R. C. Ber- 
ger to editor of publications and W. L. 
Camp to editor of “ConMuTopics,” its 
agency magazine. Mr. Berger will have 
charge of sales promotion and advertis- 
ing activities and Mr. Camp, in addition 
to editing the publication, will assist Mr. 
Berger in the company’s general promo- 
tional activities. 

Mr. Berger, who graduated from Trin- 





Berger and Camp Advanced 


WILLIAM L. CAMP 


ity College in 1928, went with the Con- 
necticut Mutual in 1929, after a year of 
teaching at St. Christopher’s School in 
Richmond, Va. Since then he has en- 
gaged in advertising and sales promo- 
tion work. 

Mr. Camp went with the Connecticut 
Mutual in 1931, following graduation 
from Yale. He has been engaged in 
sales promotion and advertising work 
since that time. 








New License Plan for Life 


Agents Is Adopted in Ohio 


COLUMBUS, July 16—The Ohio 
department holds that any applicant for 
a life insurance agent’s license who has 
not previously been licensed as a life 
agent shall file a “statement of ap- 
pointee, under oath, which shall accom- 
pany the written notice by a life com- 
pany licensed in the state of its appoint- 
ment of such person to act as its agent, 
and a certificate verified by an execu- 
tive officer or managing agent of the 
company, that the company has duly 
investigated the character and record of 
the person and is satisfied that he is 
trustworthy and qualified to act as 
agent. 

Following this the superintendent will 
set a date when the appointee may ex- 
ecute an application for license and an- 
swer questions to be asked by the sup- 
erintendent. The applicant will be re- 
quired to answer 20 of the 30 questions 
submitted and make a grade of 70 per- 
cent. 





Procedure Required 


If the applicant has previously been 
licensed by the Ohio department as a 
life agent, he need merely file the state- 
ment of appointee. If the license re- 
quested is a renewal, only the written 
notice and certificate from the company 
need be filed. 

The new ruling is to take effect July 
1. Hereafter appointees will be divided 
into three classes, those who have not 
heretofore held a license to represent 
any duly authorized life company in 
Ohio, those who are licensed and wish 
to make a change or secure an addi- 
tional license for another company, and 
those who are duly licensed June 30 
for the current license year and whom 
the company desires to have relicensed 
for the ensuing year. 

The Ohio department has mailed to 
life companies copies of a pamphlet 
“Synopsis of Laws of Ohio for Life 
Insurance Agents, 1935,” suggesting 
that the companies supply all their 
Ohio agents with copies. The division 
also is sending out the questionnaire for 














Millionaires Must Submit 
Proof of Their Production 





Harry T. Wright, chairman of the 
Million Dollar Round Table of the Na- 
tional Association of Life Underwrit- 
ers is sending to members and prospec- 
tive members the confidential question- 
naire, which must be completed and 
returned together with $5 fee in order 
that they may be officially registered 
to attend the breakfast session in Bos- 
ton, Sept. 22, the day before the con- 
vention of the National association. _ 

The requirements for membership 
have been changed somewhat this year 
and each and every member will be re- 
quired to furnish letters from the gen- 
eral agents or managers giving the 
amounts of paid business placed in all 
companies. Mr. Wright states no legiti- 
mate producer should object to comply- 
ing with this request as it will add to 
the prestige that the club enjoys. The 
matter was discussed with a number 
of leading producers and practically 
without exception they were of the 
opinion that supporting letters should 
accompany all applications and that no 
exceptions should be made. : 

A list of those who have qualified 
will be released in May issue and the 
chairman desires to include as many as 
possible in the first publication. 

It is a definite regulation that no 
members can be admitted after the 
qualification period for the current year 
is closed. The chairman is urging 
everyone to submit his qualifications 
immediately upon completion in_ order 
that he may be officially and nationally 
registered and receive this year’s credit 
toward life membership. 








department. Reference is made in the 
statement to the sections of the law 
applying to each question. It is Sug- 
gested that after the companies have 
answered the questions they send copies 
of both the questions and answers t0 
their general agents. 

The agency at Los Angeles, Cal., for 


the Reliance Life, is opening a school 
for agents April 20, covering fundar 





life insurance agents compiled by the 


tals and salesmanship. 
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Settlement Options Slide Rule 


For 3 years various Underwriters with engineering training have been trying to invent 
a slide rule that would take the mystery out of Setthkement Options. Here it is! It answers 
immediately these questions: 


@ Knowing the Life Insurance and 
income 


PROBLE 


M: 


the Number of Years 


desired; to find Income available 


at 3%, 342%, or 4%. 


Back of Rule — Interest Option 


PROBLEM: 
@ Knowing the Life Insurance and 
is the Income desired; to find Num- 


ber of Years income will last. 


PROBLEM: 


@ Knowing Income desired and 
Years it must last; to find Amount 
of Insurance required. 








INTEREST INCOME 


MONTHLY 


Ist Instaliment 























Ince APPRAISER —- A Settlement Option Stide Rule 


Receivable 
Immediately 

3: 

ss 

33 | 3% |3%%| 4% 
° 

#5 

$5 | $12.30 | $14.35 | $16.35 
5 14.76 | 17.22] 19.62 
7 17.22] 20.09] 22.89 
8 19.68 | 22.96] 2616 
9 22.14] 25.63] 29.43 
10 24.60] 28.70] 3274 
" 27.06 | 31.57] 35.97 
12 2952] 34.44] 39.24 
13 3198] 37.31] 42.51 
14 3444] 4018] 45.78 
15 36.90 | 4305] 4905 
16 3936] 4592] 5232 
17 4182] 4879] 5559 
18 4423] 5166] 5886 
19 4674] 5453] 6213 
20 4920] 5740] 6540 
25 | 6150] 7175] 9175 
30 7380] 8610] 9810 
35 86 10 | 100 45 | 11445 
40 | 9840] 11480] 13080 
45 [11070] 12915 | 14715 
50 | 123.00 | 14350 | 16350 
75 | 18450 | 215 25 | 24525 
100 | 246.00 | 28700 | 327 40 
AMOUNT REQUIRED 
= 

£% 

Ee 

s§& 3% 13'42%| 4% 
SE 

"s 

$10.00 | $4.055 | $3.483 | $3.055 

















inne: OIAMOND LIFE BULLETINS. 420 East Fourth Street, Cincinnat: Ohio 


The Settlement Option Slide Rule was invented and 
copyrighted by Charles D. Oesterlein, famous also as 
the inventor of “The Tax Econometer” —- a slide rule 
for figuring Federal Gift and Estate Taxes: 


USES 


1. In the Approach: “Mr. Prospect, see whether you 
can figure out how much you're worth as a money- 
making machine. Set the arrow at your present 
monthly earnings and read off your capitalized 
worth at 4%." 


2. During the Interview: Of great value for quick 
figuring; giving prestige and authority to your 
answers. 


3. Auditing: For Underwriters and their secretaries, 
this rule will save many hours. 


4. Good Will: An appropriate gift to favorite at- 
torneys, trust officers, associates in the business. 


5. Training: Essential in helping recruits understand 
and use the Options. Teaches the importance of 
Income. Every Company and every Manager wants 
Underwriters to sell Income Insurance - see that 
they have this slide rule! 


Sold only.on a Money-Back guarantee. Order one for 
every man in your office. Sent on approval to sub- 
scribers. PRICE, $1.50 each; Lots of five, $1.40 each; 
Lots of ten, $1.30 each; Lots of twenty-five, $1.20 each. 


Back of Slide —- Annuities 

















“tf wy 
INCOME FOR LIFE 
CONTINUOUS MONTHLY 
INSTALLMENTS per $1000 
first installment 
ATTAINED | 5 | 10 | 20 

AGE yrs. | YRS. | YRS. 
Fe. | CER- | CER- | CER- 

MALE | MALE | TAIN | TAIN | TAIN 
10 14 3.23 3.22 3.18 
15 19 3.35 3.33 3.29 
20 24 3.48 3.46 3.41 
25 29 3.64 3.62 3.55 
30 34 3.85 3.82 3.72 
35 39 4.10 | 407 | 3.92 
36 40 4.16 | 4.12 | 397 
37 at 422 | 4.18 | 4.01 
38 42 429 | 4.24 | 4.06 
39 43 435 4.30 4a 
40 44 442 | 437 | 4.16 
a“ 45 450 | 4446] 4.21 
42 46 457 | 451 | 4.26 
43 4? 465 | 458 | 431 
“4 48 474 | 466 | 436 
45 49 483 | 474 | 442 
46 50 492 | 483 | 447 
47 51 5.02 | 491 | 452 
48 $2 $.12 5.01 4.58 
49 53 $.23 | S.1c | 4.66 
50 54 534 | 520 | 469 
51 55 546 | 530 | 4.75 
52 56 558 | 541] 4.80 
53 57 5.72 | 552 | 4.86 
54 58 585 | 564 | 4.91 
5S $9 6.00 5.76 4.96 
56 60 6.15 | 5.88 | 5.01 
$7 61 6.31 6.01 | 5.06 
58 62 648 | 614 | 5.19 
59 63 665 | 628 | 5.15 
60 64 684 | 642 | 5.19 
61 65 703 | 656 | 5.23 
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SALES RECORDS SET 





Northwestern Mutual Life—New paid 
insurance in March $23,684,625 on 6,195 
policies, increase 10 percent in amount 
and 4.9 percent in number of policies. 
Paid business for the first quarter was 
$68,269,843 on 16,954 policies, a gain of 
8 per cent in volume and 1.16 per cent 
in number. Insurance in force continues 
to gain, with $3,722,845,890 at the end 
of March. 

Penn Mutual Life—In a special pro- 
duction campaign honoring W. H. 
Kingsley on his election as president, 
an 18 percent gain in paid life busi- 
ness was made. 

Continental Assurance, IIl., reports 
paid-for production in excess of $10,- 
000,000 for the first quarter, insurance 
in force increasing to more than $198,- 
000,000, a gain of $4,000,000 plus. Re- 





instated business exceeds $1,930,000, a 
gain of $340,000 over the first quarter 
of 1935. Disbursements on loans and 
surrenders are $26,000 less. 


Volunteer State Life—Exceeding their 
first quarter quota by more than 17 per- 
cent, agents wrote 50.4 percent more 
business the first quarter than in 1935. 
The quota was 33% percent more. 
April’s quota is $815,000 and there is as- 
arenes that this figure will be surpassed 
also. 

Bankers Life, Neb.—Records third 
consecutive monthly gain in business is- 
sued in 1936. March increase was 20.8 
percent, January 26 percent and Febru- 
ary 23.8 percent. Paid business for the 
first quarter is 21 percent ahead. 

United Benefit Life—Reports 50 per- 
cent increase for March, with $3,688,000, 








“Hat Passing” Is Passe 


There was a time when the 
unexpected death of a wage earner 
frequently meant that his co-work- 
ers would have to subscribe to a 


fund for his family. 


That era in American life 


has passed, fortunately. 


Group insurance has stead- 


ily grown in favor with 


both employees and em- 


ployers because it has 


proved its worth. 


Che Prudential 


Insurance Company of America 
EDWARD D DUFFIELD, President 
Home Office 


- Newark, New Jersey 








the largest March business in its his- 
tory. 

Protective Life, Ala—Set new high 
record for business written in March, 
which was “Clabaugh Month” in honor 
of President S. F. Clabaugh. Business 
for first quarter considerably ahead of 
the same months in 1935. The west 
Alabama agency at Tuscaloosa, Hoyt 
Winslett, manager, led with $234,000 
completed business in March, a 100 per- 
cent increase. Lloyd Johnson of that 
agency was the biggest producer. 

Jefferson Standard Life—Reports gain 
in insurance in force the first quarter. 
Paid business equalled that for the first 
quarter of 1935. Considerable reduction 
noted in the volume of business lapsing. 
Insurance in force April 1 approximately 
$31,000,000. 

New York Life—Increase of 14 per- 
cent in dollar volume of new applications 
is reported. There were 22,894 applica- 
tions totaling $51,505,093, an increase 
over February, 1936, of 28 percent in vol- 
ume, and more than 33 percent in num- 
ber of new applications. 

Northern Life, Canada—Sales of new 
paid ordinary the first quarter are 21 
percent greater than in 1935. Group in- 
creased substantially also. 

Central Life of Illinois—A 75 percent 
increase in paid for business and a 77 
percent increase in submitted business 
in March over 1935 figures is reported. 
The first quarter shows a 35 percent in- 
crease in paid for business. 

Union Mutual, Me.—Paid for busi- 
ness for the first three months showed 
40 percent increase over 1935. Since 
the first of the year each month has 
shown an increase, January 84 percent 
gain, February 5 percent and March 43 
percent. For the year ending March 
30, a 64 percent increase was registered. 


Midland Mutual Life—It gained 22 
percent in new paid life insurance and 
36 percent in annuities the first quar- 
ter with a net gain of $412,000 life in- 
surance in force. The mortality the 
first quarter was 35 percent. The lead- 
ing agencies were Tice & Jeffers, Co- 
lumbus, Mayfield & Bowen, Indian- 
apolis, E. O. Mowrer, Akron; C. W. 
Stilson, Youngstown, Byron H. Mills, 
Cincinnati. 

Security Mutual Life, Neb.—March pro-' 
duction, in spite of unfavorable weather, 
came within a few thousand of equaling 
March, 1935, the banner month of that 
year. L. E. Baron, Grand Island, Neb., 
led individual producers. 

A. J. Hill, State Life, Ind., California— 
Gain of more than 80 percent in March 
over February for its heaviest produc- 
tion in the past twelve months. Agency 
has led company in 17 of the last 18 
months, 

L. A. Hanley, Reliance Life, San An- 
tonio, Tex.—Paid business for the first 
quarter increased 12 percent and pre- 
mium income 25 percent. 

Smith Brothers, Omaha, Bankers Life 
of Nebraska—Ended quarter with gain 
of 21.8 percent over 1935. 

Kellogg Van Winkle, southern Cali- 
fornia, Equitable Life of New York—On 
his birthday Mr. Van Winkle was pre- 
sented with applications covering 176 
lives for $809,000, written in the preced- 
ing three days. 

J. W. Yates, California, Massachusetts 
Mutual Life—Reports gain of $370,000 for 
first quarter in production of new busi- 
ness. Delivered new business was §$2,- 
279,000, increase $156,000. 

F. M. MeMillan, Los Angeles, Penn Mu- 
tual Life—March volume largest of any 
month the past year. Approximately 
$200,000 was written March 18-31 as the 
result of a special effort to honor Presi- 
dent Kingsley. The agency won the 
inter-agency silver trophy cup in March 
with the largest increase of any agency 
in its group in number of lives written. 
The trophy was also won in February. 


Issuing “Zenith” Series 

The Continental Assurance is issuing 
a series of eight policies in its accident 
and health department which have been 
entitled the “Zenith” series. These are 
identical with policies which have been 
issued for some time by the Continental 
Casualty, and give the life agents an 





outlet for business. 


—=—= 


Copyright Warning Was 
Unfortunately Omitted 











By the unfortunate omission of , 
copyright line THe Nationa, Unpp. 
WRITER was led into printing in its 
March 27 issue a striking letter from 
a policyholder to an agent without giy. 
ing credit to the “Insurance Press” 
which first published the letter in the 
’90’s of the last century. Readers should 
be careful not to reproduce the letter 
copies of which are on sale by the “Ip. 
surance Press,” 80 Maiden Lane, Ney 
York. 

The letter described the state of minq 
of a policyholder facing possibly his last 
day of life and his gratitude toward the 
agent who had induced him to buy and 
maintain a good line of life insurance. 
It is a wonderful letter and a million 
copies have been bought and used by 
life insurance men since it was first 
copyrighted by the “Insurance Press,” 


Comedy of Errors 


Its new publication was due to a 
comedy of errors. Frank Gagen, an 
agent at Chicago, was under pressure to 
furnish a contribution to the agency 
paper. He offered the letter in ques- 
tion, which he had used for many years, 
and for verisimilitude it was printed as 
having been addressed to himself. From 
this source it reached THE Nationat 
UNDERWRITER. When it came into Mr. 
Gagen’s hands many years ago the let- 
terhead, apparently of a manufacturing 
company, had been removed, and pre- 
sumably with it the copyright line. 

Tue NAatIoNAL UNDERWRITER regrets 
that it was unaware of the acknow/- 
edgement due to the “Insurance Press,” 


Represent Union Central at 
Greenville, O., for 51 Years 


The Union Central Life is entering 
on its 51st year of representation in 
Greenville, O., by one family, the 
Bakers. 

In 1886 David Baker became general 
agent in Greenville and founded the 
agency which has carried on ever since. 
In 1898, upon his death by drowning, 
his son, P. T. Baker operated the 
agency from 1898 until 1907 under the 
supervision of a central office in Spring- 
field. At that time he became manager 
in Dayton, with the district office in 
Greenville under his jurisdiction. This 
year J. W. Baker, a grandson of the 
founder and a nephew of R. T. Baker, 
became district manager at Greenville. 

J. W. Baker has more than a dozen 
years of sales experience. After  re- 
ceiving his college education at Miami 
and Ohio State Universities he entered 
the Allied Cloth Specialties Co. where 
he became sales manager. 


Fears Huge Government Debt 


Addressing the Montreal C. L. U. 
chapter, H. B. Thornhill, assistant treas- 
urer Sun Life, held that “money rates 
are likely to remain low for some con- 
siderable time, unless war or some other 
major disturbance occurs.” He outlined 
the conditions which had brought a sur 
plus of liquid capital and high bank de- 
posits in England, the United States 
and Canada. Regarding Canadian credit, 
he said: “One can not face with equa 
nimity the tremendous increase in gov 
ernment borrowings, particularly in the 
United States and Canada, and the pos- 
sible effect on government credit an 
the rates of interest at which they may 
have to borrow should faith in theif 
credit become disturbed.” 


—— 








INSURANCE LAWYER 


Now General Attorney for an old line legal re: 
serve life insurance company, also exP' 

in disability and casualty cases, desires connec: 
tion with a company anywhere. 

ADDRESS D-17, NATIONAL UNDERWRITER 


——— 
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All sorts of questions come to an edi- 
ors desk. The one in the following 
fetter is not among the C. L. U. exam- 
igations, but comes from the field: 

To the Editor: It has been said so 
many times that there is an answer to 
every objection to life insurance, I have 
always agreed with this. If this is cor- 
rect, how would you answer the follow- 
ing letter relayed by an agent from a 

ect. 
Did you ever consider this question: 
If1 Thess. 4, 13-18 should suddenly be- 
come a reality, as it will some day, what 
some of our policyholders should be 
among those translated without death. 
How should the possible beneficiaries 
ash in on the policies of those trans- 
ated, without being able to give death 
certificates Of the departed ones? It 
seems to me this question should be dis- 
cussed at some business meeting of the 
association. Kindly reply and oblige. 

Now, please do not lay this letter 

aside, try and answer it. A 
—_- Life Association. 


Cub Editor’s Reply 


A cub editor sent the following an- 
swer: 

“We do not believe that the passage 
1 Thess. 4, 13-18 can be answered with- 
out considering the passage: 

“96, For the Lord Himself shail de- 
send from heaven with a shout, with 
the voice of the archangel, and with the 
trumpet of God; and the dead in Christ 
shall rise first; 

“17, Then we which are alive and re- 
main shall be caught up together with 
them in the clouds, to meet the Lord in 
the air; and so shall we ever be with 
the Lord.’ 

“Verses 13, 14, 15 and 18 do not really 
bear on the point. 


Seriptures Are Interpreted 


“It seems quite clear that 16 and 17 
refer to the end of the world. The dead 
are to go first. Then the living are to 
be translated, but obviously it is all one 
event. The passage does not refer to 
individual translation, from time to 
time. It is the close of the world. 

“The end of the world will come in 
its proper season. Until then we must 
all carry on our appointed work. There 
have been sects which presumed to know 
the will of the Lord about bringing this 
world to an end, but it has been an im- 
pious presumption. Who would dare 
to attempt to forestall the Lord? Yet 
if we pretend to know when 16 and 17 
will be brought about, if we pretend to 
govern our affairs with 16 and 17 in 
view, are we not attempting to forestall 
the Lord? 


Sects Were Too Presumptuous 


“Many of the sects which presumed 
to know the Lord’s will about the end 
of the world, and announced a date for 
it, gave away their property because it 
would not be needed. These presump- 
tious sects were wrong, but they were 
logical. If one does presume to fore- 
know the Lord’s will, one may be guided 





Plans Ready for Congress 
of New Jersey Association 








NEWARK, April 16—Plans have been 
completed for the annual sales congress 
of the Life Underwriters Association of 
Northern New Jersey, which will be 
held here April 28. Speakers will be 
H. G, Kenagy, superintendent of agen- 
ti¢s Mutual Benefit Life, “Future 

rends;” Elmer Wheeler, sales con- 
sultant of New York City, on “Tested 
Selling Sentences;” Isaac Kibrick, lead- 
Mg producer in Brockton, Mass., for 
the New York Life; J. D. Howell, lead- 
ng producer Penn Mutual Life in New 
York City, “Yes, But,” and Prof. R. C. 
Borden and A. C. Busse of New York 

fiversity, “Sales Analysis and Dem- 
onstration.” More than 500 life agents 
‘rom northern New Jersey are expected. 


/ Overcoming a Biblical Objection 





by it. But if one is not so presumptu- 
ous, the only thing to do is to proceed 
in one’s place in life in the way that 
seems wise. 

“Whether 16 and 17 will be brought 
about tomorrow, or after another mil- 
lennium, is beyond our knowledge. It 
would be presumptuous to shape our af- 
fairs as if we knew.” 


Canada Life Coast Conference 


A conference of Pacific Coast man- 
agers of the Canada Life is being held 
at Sonoma Mission Inn this week with 
R. J. Trenouth, assistant superintend- 
ent of agencies, presiding. Managers 
are in attendance from all of the Pa- 
cific Coast states, British Columbia, Al- 
berta and Saskatchewan. Others from 
the home office, in addition to Mr. 
Trenouth, include A. N. Mitchell, 
general manager, and J. D. Williamson, 
actuary. 


Reliance Life Leaders 


Three new national leaders in pro- 
duction were brought out in the national 
leaders contest held by the Reliance Life 
during March. W. C. Woellner of Cin- 





cinnati who joined the Reliance in 1930, 
had the largest volume of the entire or- 
ganization for the month, F. T. Mc- 
Elreath of Wadley, Ga., who has been 
with the company since 1920, submitted 
the most applications. J. E. Willis of 
Bainbridge, Ga., 13 years with the com- 
pany, turned in the largest amount in 
accident and health premiums. 


Hold Two Ohio Meetings 


H. R. Ricker, assistant secretary 
Northwestern Mutual Life, and L. J 
Evans, assistant director of agencies, ad- 
dressed two meetings of Ohio agents of 
the company in Columbus. The meet- 
ings were under the direction of S. L. 
Youngquist, general agent. 








Harvey with Capitol 
T. B. Harvey, formerly vice-president 
of the Massachusetts Indemnity, has 
been made ‘director of sales in charge of 
operations in California for the Capitol 
Life of Denver. His offices are in Los 
Angeles. 


Bankers Life Sales Schools 


Agency managers and salesmen of the 
Bankers Life of Iowa are “going to 
school” this month. In eight cities from 
Washington, D. C., to San Francisco, 
the company will hold a series of one- 








day sales schools, beginning April 13 
and continuing through May 4. Sales- 
men who qualified for attendance by 
their production the first quarter of the 
year will attend the schools conducted 
by home office officials, agency manag- 
ers attending separate schools immedi- 
ately following. 

Vice-president W. W. Jaeger will di- 
rect the various schools, assisted by E. 
McConney, vice-president and actuary, 
and Superintendent of Agencies W. F. 
Winterble. School cities, in addition to 
Washington and San Francisco, will be 
Cincinnati, St. Louis, Kansas City, Dal- 
las, Seattle and Madison. 





Conduct Baseball Contest 


The baseball idea, in which eight 
teams are used, is being followed in a 
contest at the home office of Volunteer 
State Life. The teams are being pitted 
against each other in a seven-game 
series, each game lasting a week. 

The contest will close at straw-hat 
time and money for straw hats will be 
given to every producer of $14,000 busi- 
ness. A grand prize of $30, for a new 
summer suit, will be awarded the person 
writing the most insurance during the 
seven weeks. 

Officials of the company are managers 
of the respective teams. 
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for its field force. 


A Unique Supervisory System. 


GOOD WILL— 


Business from old Policyholders made up 
27!4% of the Company's volume in Feb- 
ruary 1936. This means satisfied clients 
with faith in their company and good-will 


We offer these helps to our field force: 


|. ALiberal General Agency Contract. 


Financing Plan for Agency with Accounting Methods that Guide you 
Successfully. 


. A Detailed Plan for Finding . . . Training . . . Financing Men. 


. Tested Sales Helps and Organized Selling Plan. 
. A Policy for Every Purpose . . . Juvenile, Women, Group, Wholesale, 


A Substantial 50-Year-Old Mutual Company with an Understanding, 
Co-operative Home Office. . . . Not too big to KNOW YOU, Yet 
Big Enough to Command Respect Everywhere! 


Our booklet ‘‘FACTS’’ 


will be sent on request 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
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Home Office Underwriters 


Hear Problems of Examiner 


A plea for greater understanding be- 
tween life underwriters and medical ex- 
aminers in the field was made by Dr. 
J. B. Jack, insurance medical consult- 
ant, Chicago, at a meeting of the Chi- 
cago Home Office Life Underwriters 
Association. 

Dr. Jack stated the lack of under- 
standing of the problems between the 
two fields is largely due to the fact that 
medical examiners seldom visit the 
home office and underwriters rarely 
meet examiners in the field. He de- 
clared this ‘situation should be cor- 
rected because both the examiner and 
underwriter are in reality part of the 
sales organization and consequently 
closer cooperation would be of great 
value to the company. 


Has Great Responsibility 


In pointing out that the examiner 
usually has a great deal more responsi- 
bility than simply conducting the ex- 
amination, Dr. Jack said many ap- 
plicants will consult the examiner con- 
cerning the standing of the company, 
conditions in the policy or other ques- 
tions which he may not wish to discuss 
with the agent; or seek an answer to 





personal questions regarding the solicit- 
ing agent. Some are evasive in their 
statements in an effort to pass the ex- 
amination. In many instances the med- 
ical examiner must not only sell his 
company to the agent, but also secure 
the applicant’s confidence in him, and 
in the case of evasive statements must 
be able to search out the truth and dis- 
cover undesirable risks. 


May Restrict Use of Mails 


Insurance Commissioner J. A. Mar- 
shall of Washington, D, C., in his wire 
to the mid-year meeting of the National 
Association of Insurance Agents at At- 
lanta conveying his greetings, stated that 
in his opinion Congress would take some 
action on restricting the use of the mails 
to unlicensed companies. This move- 
mient to prohibit the use of the mails 
by unlicensed companies was squelched 
by the postoffice committee but Com- 
missioner Marshall feels that it is a live 
subject. 


Kingsley on Fire Association Board 

PHILADELPHIA, April 16—W. H. 
Kingsley, recently elected president of 
the Penn Mutual Life, has been elected 
a director of the Fire Association of 
Philadelphia and of the affiliated Reli- 
ance. 
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Service... 
Strength... 


Progress 


ORE than $107,000,000 has been paid 

to policyholders and beneficiaries by 
The State Life Insurance Company, since 
organization September 5, 1894... Re- 
serves of over $46,577,000 are computed 
on strong, conservative bases; liquidity is 
adequate; and the Surplus Fund of over 
$1,633,000 provides added security ... A 
up-to-date 
affords agency opportunities. 
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Committees Chosen for 10th 
Year Observance of C. L. U. 


Committees have been appointed by 
the National College of Life Under- 
writers and National chapter of C. L. U. 
to plan the tenth anniversary celebra- 
tion of the C. L. U. next year, the date 
tentatively being set for March 22. The 
suggested program will be presented by 
the committees at the annual meeting of 
the National chapter in Boston during 
the National Association of Life Under- 
writers convention in September. 

A suggestion being studied is to have 
dinners of local L. U. chapters 
throughout the country to be addressed 
over a telephone hookup by some man 
prominent in the public eye. 

The C. L. U. chapter committee is: 
A. J. Johannsen, Northwestern Mutual, 
Chicago, chairman; Lawrence Woods, 
Pittsburgh, E. A. Woods Company; 
Frederick Bruchholz, Chicago, New 
York Life, president Chicago Associa- 
tion of Life Underwriters; Charles L. 
Post, New York broker; Harold Leslie, 
Los Angeles, Northwestern National; 
H. G. Hewitt, Houston, Northwestern 
National; G. S. Brown, Chicago, Penn 
Mutual; Lawrence Bates, Seattle, Mu- 
tual Benefit, and B. C. Millikin, Phila- 
delphia, Provident Mutual. 

The American College committee con- 
sists of Ernest J. Clark, chairman, chair- 
man of the board American College, and 
general agent John Hancock, Baltimore; 
William M. Duff, E. A. Woods Com- 
pany, Pittsburgh; F. W. Ganse, Boston; 
Grant L. Hill, director of agencies, 
Northwestern Mutual, Milwaukee; 
George E. Lackey, general agent Massa- 
chusetts Mutual, Detroit; T. M. Riehle, 
Equitable of New York, New York City, 
and Dr. David McCahan, dean of the 
American College. 


Club Meets at Neenah, Wis. 


NEENAH, WIS., April i6—Members 
of the Fox River Valley Insurance Club, 
composed of officials of the Wisconsin 
National Life, Oshkosh; Aid Associa- 
tion for Lutherans, Appleton, and Equit- 
able Reserve of Neenah, were guests of 


the latter company in the home office | 


here. The business session was devoted 
to papers and a discussion of conserva- 
tion. Papers were read by L. M. Rosh- 
olt, Appleton; O. A. Lichtenberger, Osh- 
kosh, and G. A. Comstock, Neenah. 
Other speakers were Hazel Bushey, A. 
J. Strassburger, Dr. G. H. Williamson 
and Norton Williams, Neenah; A. C. 
Eastlack and R. T. Martin, Oshkosh, 
and J. J. Reeder, Appleton. The next 
monthly meeting will be at Appleton. 


Massachusetts Bills Killed 


BOSTON, April 16—The Massa- 
chusetts legislature has passed on to the 
“next annual session” a measure which 
would have limited the contestable pe- 
riod of life policies to one year. 

The senate has killed a bill which 
would have provided that no industrial 
agent should be charged with a de- 
crease or deduction from his commis- 
sion or salary for the lapse of an in- 
dustrial policy on which premiums had 
been paid for five years. 


New Sales Books 


In a three volume set, “The Knack 
of Selling More,” Burton Bigelow, con- 
sulting sales manager, discusses the 
three phases of selling, “Planning for 
More Sales,” “Telling the Sales Story,” 
and “Handling Objections and Closing 
More Sales.” These books contain prac- 
tical experience and over 300 examples 
of actual sales situations and conver- 
sations. The author has served as a sales 
consultant in many lines and brings to- 
gether unique ideas and workable meth- 
ods that can be adapted by life insur- 
ance men. The books are published by 
the McGraw-Hill Book Company and 
the price is $4 a set. They are sold by 
THe NATIONAL UNDERWRITER. The first 
two volumes sell separately for $1.50, 
while “Handling Objections and Closing 
More Sales” costs $2. 





—— 


March Total Shows Gain 
Due to Huge Group Sale; 
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NEW YORK, April 16.—New {i 
insurance production for March was ; 
percent ahead of March, 1935, accord. 
ing to the Life Presidents’ Association 
The first quarter was 8.2 percent be. 
hiud the corresponding period last year 
The March increase is the first for this 
year, 

March new business of all classes 
was $775,982,000 compared to $768,491. 
000 for March, 1935. New ordinary 
amounted to $473,758,000 against $509. 
619,000—a decrease of 5.7 percent. In. 
dustrial was $246,011,000 compared to 
$235,261,000 a year ago, an increase of 
4.6 percent. Group insurance was $56. 
213,000 against $30,611,000, an increase 
of 83.6 percent. 


Two Billion for Quarter 


For the first quarter, the total new 
business of these companies was $2,129,- 
628,000 this year against $2,312,992,000 
last year, a decrease of 8.2 percent, 
New ordinary amounted to $1,343,526. 
000 against $1,594,112,000, a decrease of 
15.7 percent. Industrial amounted to 
$651,410,000 against $640,533,000, a 1.7 
percent gain. Group amounted’ to 
$127,692,000 against $78,347,000, an in- 
crease of 63 percent. 

The new paid business written for the 
first three months and percentage in- 
creases or decreases are shown in the 
following table: 


Ordinary 


Month 1935 1936 
Jan, $ 601,300,000 $ 447,181,000 
Feb. 490,193,000 422,587,000 
March 502,619,000 473,758,000 
$1,594,112,000 $1,343,526,000 
Industrial 
$ 196,255,000 $ 193,344,000 
,017,000 212,055,000 
235,261,000 246,011,000 
$ 640,533,000 $651,410,000 
Group 
27,348,000 $ 
20,388,000 30,498,000 
30,611,000 56,213,000 
78,347,000 $ 127,692,000 
Total 
824,903,000 $ 681,506,000 


719,598,000 $ 665,140,000 
768,491,000 775,982,000 


$2,312,992,000 $2,122,628,000 


No Trust Relationship 


Deposit of money with a bank for the 
specific purpose of paying premiums 
when due does not create the status of 
a trust, the supreme court of Nebraska 
has just held. About 100 persons had 
made deposits in the now bankrupt Lin- 
coln Trust Company under a contract 
whereby the latter would take care of 
premiums when due. In view of the su- 
preme court decision, these policyholders 
must pay their premiums twice. The 
court said that in order to impress 
monies as trusts there must be clear, un- 
ambiguous language establishing a trust 
relationship. 





Jan. 
Feb. 
March 





Jan. $ 40,981,000 
Feb. 


March 





Jan. $ 
Feb. $ 
March 





Manager for a Day 


Something new in the way of_con- 
tests is being conducted by the West- 
ern Reserve Life of San Angelo, Tex: 
The agent who produces the largest 
volume of business will succeed A. _ 
Ashford as vice-president and genera 
manager for the day of May 12. H¢ 
will be duly elected vice-president and 
general manager by the directors wit 
full authority and power to manage = 
company for the day. He will be pai 
the vice-president and general managers 
salary while active. His name will 
painted on the door and special station: 
ery will be printed for him. He ve 
sign all checks. On that day, Mr. Ash 
ford will start over again as office boy: 

The production in April is in howe 
of Mr. Ashford, that being his nat 
month. 
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Illinois 1935 Life Figures 














— 

A tabulation of new life business writ- 
en in Illinois last year by companies, 
and also amount which each has in force 


in the state 1S presented below as re- 
ported to the Illinois department. 
New Insurance 
Business in Force 
Alliance Life..... $ 3,213,638 $ 51,936,223 
amer. Bankers... 7,649,345 11,057,454 
Builders. Life. . ,096,836 4,246,127 
central Life, Tll.. 1,261,348 22,909,095 
Continental Assur. 15,745,459 65,313,850 
Country Life oe 29,877,118 80,009,302 
Federal Life ..... 1,474,803 31,905,793 
Franklin Life.... 4,654,587 42,011,136 
Hercules Life.... 00,572 20,215,207 
Globe Life ...... 5,133,665 24,833,962 
jllinois Bankers.. 49,649,001 69,616,169 
Mutual Trust..... 3,633,782 33,009,222 
National Aid ,368 1,053,733 
No. American.... ,981,360 9,057,226 
Old Rep. Credit... 408,140 968,250 
Rockford Life 717,300 7,548,567 
State Farm Life.. 2,595,910 6,118,975 
United, Chicago... 1,012,468 1,131,399 
Vict. Mut., Chgo 162,400 1,135,028 
Washington Natl. 5,209,167 6,497,000 
Northern Mut.... 27,292,564 392,003,052 
State Mut. Life... 3,555,023 45,600,836 
Acacia Mut. ..... 2,725,013 30,320,744 
Aetna Life ...... 76,289,390 347,405,643 
Amer. Central.... 47,134 ,116,680 
Amer, Natl. ...... 8,537,775 21,802,521 
Atlantic Life..... 192,633 1,894,512 
Bankers, Iowa... 6,180,984 79,013,303 
Bankers, Neb..... 621,666 5,570,113 
Bankers Natl..... 742,287 2,244,065 
Berkshire Life .. 1,478,695 18,286,236 
Bus. Men’s Assur. 1,003,513 4,256,697 
Central Life, Ia... 1,783,219 9,120,258 
Columbian Natl... 1,837,782 14,273,207 
Columbus Mut... 931,200 9,405,893 
Conn. Genl, .... 9,552,664 53,483,393 
Conn, Mut. ...<«ss 7,648,258 68,670,362 
Oonservative 975,464 1,780,936 
Credit Life «...5. 529,56 264,782 
Equitable, N. Y.. 26,847,372 551,772,523 
Equitable, Ia.'... 5,639,270 65,410,412 
Bureka-Md. ..... 17,00 315,779 
Fidelity Mut. 1,346,459 12,680,295 
General Amer. . 3,022,856 40,116,575 
General Mut..... 138,0 72, 
Girard LATE 20.0% 271,786 1,991,602 
Great Western... 321,1 606, 
Guaranty Life .. 1,348,034 4,650,715 
Guarantee Mut... 3,018,757 ,024,943 
Guardian Life ... 1,936,209 19,487,818 
Home Life, N. Y.. 1,525,273 1,921,671 
Indianapolis Life. 190,325 22,189,395 
John Hancock M. 57,487,426 263,157,012 
Kansas City Life. 2,634,053 9,463,734 
Penn Mutual..... 14,657,650 163,906,469 








Penn Mutual Men Conduct 
Los Angeles Sales School 


E. Paul Huttinger, agency secretary 
and manager of training for the Penn 
Mutual Life, accompanied by G. D. 
Davis, manager of sales research, and 
F. E. Herb of the agency department 
conducted a school’ of instruction in 
Los Angeles for the Fred M. McMil- 
lan agency. Mr. Huttinger spoke to the 
Life Insurance Forum on “What Next 
in Taxation?” 


Seek Million for Payton 


In the absence of A. E. Payton, Los 
Angeles general agent New England 
Mutual Life, J. H. Gray, agency super- 
visor, and H. W. Dunn, assistant to the 
general agent, conducted a special cam- 
paign in March in which 102 completed 
applications for $701,643 were submit- 
ted. A mark of $1,000,000 has been set 
as the goal for achievement by April 
20, when Mr. Payton is to return, and 
on April 10 the volume had reached 
$900,000. 





Honor Fisher in Des Moines 


"he Des Moines agency of the Con- 
necticut Mutual Life has set aside the 
month of April 4-May 4 to honor 
laude Fisher, general agent. On May 
16 Mr. Fisher will observe his 30th an- 
niversary as general agent and his 38th 
year of continuous service with the 
company. He joined the company in 
Sieston,, Ia., in 1898 and moved to Des 
“ones in February, 1906. 





Lincoln C. of C. Committee 


_T. A. Sick, Security Mutual Life of 
Nebraska, has been named chairman of 
b> insurance subdivision of the Lincoln 
Taniber of commerce, with O. D. 
tombla as vice-chairman. H. D. Gish 
the health and accident 


represents 





New Insurance 

Business in Force 

Lafayette Life ... 38,031 257,980 
Lincoln Natl. .... 14,089,061 63,143,868 
Loyal Elte: .2<.%.. 26,000 26,000 
Manhattan Life.~ 154,45 1,402,536 
Mass. Mut. ;....... ,595,472 168,614,632 
BEBSS. PLO. cccces 308,510 1,476,272 
Metropolitan .....292,416,762 1,612,639,222 
Midland Mut. ... 306,982 1,821,786 
Minnesota Mut. .. 3,084,827 12,962,857 
a ,059,97 1,168,140 
Monarch Life .... 168,500 928,418 
Monumental* .... ,480,842 21,969,423 
Mutual Benefit . 9,095,164 139,860,113 
Mutual, > Se 28,876,057 354,542,328 
National L. & A.. 9,030,046 17,115,846 
National, Ia. ..... 931,000 5,427,014 
National, Vt. .... 2,465,943 30,171,484 
New Eng. Mut.... 20,113,792 105,871,872 
New York Life... 44,354,959 626,705,304 
No. Am. Reassur. 624,600 6,611,600 
Northwestn. Natl. 9,181,526 26,973,112 
Ohio National .... 869,022 7,246,254 
Ohio State Life.. 896,742 2,498,852 
Old Line, Wis..... 627,0 4,698,989 
Pacific Mutual ... 3,100,255 29,680,721 
Pan-American ... 1,191,485 6,152,642 
Paul Revere .... 409,25 676,102 
Peoples Life, Ind.. 655,184 2,809,196 
Philadelphia ..... 280,405 1,218,549 
Phoenix Mut. .... 5,666,613 35,734,310 
Provident L. & A. 575,358 2,001,482 
Provident Mut. .. 4,848,338 52,499,564 
Prudential ...... 06,048,908 1,213,241,590 
Reliance Life .... 1,787,113 12,881,494 
Reserve Loan ... 71,390 1,091,695 
St. Louis Mut..... 348,150 1,045,696 
Security Mut. .... 520,43 5,214,377 
Service Life ..... 91,301 962,408 
State Life, Ind.... 606,270 14,041,392 
Travelers ........ 52,191,404 359,636,179 
Union Central.... 7,539,807 77,270,599 
Un. Cooperative. . 881,790 21,143,781 
Union Labor ..... 96,873 480,014 
Union Mut., Me.. 195,846 2,326,506 
United Benefit ... 1,646,324 5,108,825 
United Mutual ... 1,227,634 6,490,599 
United States .. 238,077 1,998,277 
Western & South. 20,644,019 77,246,417 
Wisconsin Nat. .. 450,478 3,342,736 
Yeomen Mut. .... 812,204 5,324,291 
Canada Life ..... 1,487,957 27,000,811 
Great-West Life. 2,731,414 29,515,842 
Manufacturers ... 2,820,961 6,459,923 
Sun Life, Can.... 17,346,242 106,852,468 
Supreme Liberty . 7,918,606 7,103,549 
Northw. Union 752,096 2,680,469 
Reliance Mut. .... 366,817 2,001,596 





*Mutual Life, Baltimore, changed name 
to Monumental Life. 











group; N. H. Bedell, automobile; S. E. 
Copple, fire and casualty, C. H. Casper, 
life, and A. R. Talbot fraternals, on the 
advisory committee. 


Limit Endowment Groups 

JACKSON, MISS., April 16.—-A_ Dill 
passed by the Mississippi legislature 
will prevent issuance of any more “mor- 
tality endowment” groups in Missis- 
sippi, after groups already started have 
been filled to specified size. 

This bill was drafted by the insur- 
ance department and insurance men, 
when it was found that a number of so- 
called groups in this state had only 
one member, the “No. 1,’ supposed to 
receive the endowment as_ another 
group-member died. The law requires 
that these groups be filled to the num- 
ber specified in the policy, but prohibits 
formation of any new groups. 


Linton to Address Bankers 


President M, A. Linton of the Provi- 
dent Mutual Life will be among the 
speakers at the Conference of Mutual 
Savings Banks at Atlantic City May 
13-15. 


Cooney Named at Topeka 


Paul T. Cooney has been appointed 
general agent at Topeka, Kan., of the 
Security Mutual Life of Nebraska. He 
has had both field and supervisory ex- 
perience. 


Bland Talks to Nyman Agency 


Frank W. Bland, Pacific Coast man- 
ager of THE NATIONAL UNDERWRITER, ad- 
dressed the M. R. Nyman agency of 
the Occidental Life in San Francisco 
on “Organized Sales Talks.” 





Ray Leonard Supervisor 


S. J. Del Mouly, district manager Fed- 
eral Life, San Antonio, Tex., has ap- 
pointed Ray Leonard as field super- 
visor. 





Constant, Steady Growth 


N all fronts, NWNL’s progress over the 
past decade has been outstanding. 


Observe, for example, the continuous step- 
up in Assets and in Insurance in Force 
since 1925, as shown by the charts below. 


ASSETS 
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INSURANCE IN FORCE 
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SURPLUS 


UT besides being steady and constant, NYNL’s 


growth has been conservative. 


While at the 


close of 1935 the Company’s Insurance in Force was 
78% larger than a decade ago, and Assets were two 
and one-half times as large, Surplus and Contin- 
gency Reserves were well over three times as large. 
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We invite you to write for a copy of the booklet “Telling Points”, 
giving other highlights of NYNL’s record. 


NORTHWESTERN NATIONAL 


LIFE INSURANCE COMPANY 


©. J. ARNOLD, pagsivent 
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Epirroriat CommentT 








Commissioner O’ Malley’s Policy 


CoMMISSIONER R. E. O’MALLEy of Mis- 
souri has the courage of his convictions 
and when he puts on his fighting regiment- 
als he does not hesitate to express himself 
in vigorous and robust language. He has 
been aroused over the action of the Equity 
CorporATION and especially Davin Mitton 
and ELtery Huntincton in their disposal 
of GENERAL AMERICAN Lire stock after he 
had been assured, according to his own 
understanding, that these people entered 
into negotiations in a rather high minded 
way and intended to back the GENERAL 
AMERICAN LiFE to make it a greater com- 
pany and remain with it permanently as 
owners. 

Superintendent O’MALLEy therefore was 
shocked when he found that these easterners 
had made arrangements to sell out to those 
that the GeNERAL AMERICAN Lire, which 
owns the SOUTHWESTERN LIFE of Texas, 
felt would be hostile and therefore a new 
arrangemett was made through the instru- 
mentality of the SourH WESTERN INVESTORS 
CorporaTION of Dallas to purchase the 
stock, the Egurry Corporation retiring 
with a handsome profit. 

Superintendent O’MALLEy has been con- 
fronted during his administration with the 
effects of exploitation of life insurance 
companies. He determined to squelch this 
practice in his state. All upstanding, high- 
minded life insurance people hope that he 
will succeed. He finds that the GENERAL 
AMERICAN LiFe under the presidency of 
Watter W. Heap has made great prog- 
ress. The change in control does not affect 
the company. However, he is sternly op- 
posed to stock exploitation and the 
creation of mercenary and speculative con- 
ditions in life insurance ownership. If 


Superintendent O’MALLEY can drive the 
exploiters out of his state he will have ac- 
complished a lasting benefit. Missouri life 
companies honestly managed are with him 
in his policy. It is unfortunate that the 
GENERAL AMERICAN Lire had to be dis- 
turbed by the Equity Corporation seeing 
an opportunity to make a handsome profit 
and pull out. Read what Superintendent 
O’MALLEy says in regard to this important 
matter : 

“However, in the matter of the transfer 
of their stock, Messrs. Milton and Hunt- 
ington made repeated declarations when 
the contract was under negotiation that 
they were coming into Missouri to engage 
in the life insurance business permanently. 
They gave this assurance to everyone as- 
sociated with them and me. They, there- 
fore, in selling the stock secretly, or dis- 
posing of their stock without my knowl- 
edge, to say nothing of my consent, vio- 
lated the spirit of their contract if not the 
letter; and when I am through with Mr. 
Milton and Mr. Huntington, I will have 
no fear that hereafter men of their type 
will attempt to do business in Missouri. 

“I am not in the least fearful that any 
damage has been done to the General 
American or the Southwestern Life by Mr. 
Milton and Mr. Huntington, but I am de- 
termined to penalize them to the fullest ex- 
tent of my ability to do so for their engag- 
ing in stock manipulations in insurance in 
this state and in Texas. I am desirous, by 
making an example of them, of giving no- 
tice to them and their kind that good, 
sound insurance is not going to be dis- 
credited in this state without severe pun- 
ishment being inflicted upon those guilty 
of such conduct.” 


President Buckner’s Advice 


WirH merchandisers up and down the 
line almost visibly watering at the 
mouth at the prospect of corralling the 
cash which the veterans will receive as 
bonuses, the advice of President T. A. 
Buckner of the NEw York Life to its 
agents, urging them to keep veterans 
from cashing their bonus checks, even 
for the purchase of life insurance, is 
news of the “man-bites-dog” variety. 

News, that is, to those outside the life 


insurance business, who fail to appreci- 
ate how frequently the capable life 
agent puts his client’s interest first to 
the detriment of the agent’s own pocket- 
book. Mr. Buckner’s action serves to 
indicate in striking fashion that life in- 
surance is far from being interested 
merely in separating the prospective 
buyer from his cash with the greatest 
efficiency. It demonstrates that “serv- 
ice” is not just a word, 


Responsibility of Agents 


SUPERINTENDENT PINK of the New York 
department in his address before the NEw 
York Lire UNDERWRITERS ASSOCIATION 
laid stress on the responsibility placed on 
the man carrying the rate book. We may 
feel that company officials are the real cus- 
todians and they alone should assume the 


attitude of trusteeship. The man on the 
firing line, therefore, may consider his re- 
sponsibility is light. But as Mr. Pinx 
pointed out, the agents have been the big- 
gest factors in keeping life insurance on 
a high standard and placing it in its cor- 
rect light before the people. 





To do this the salesman must not only 
know the selling features of his own prod- 
uct and company but he must be conver- 
sant with the business as a whole, its prob- 
lems and its obstacles. It is the agent 
selling policies that really comes in con- 
tact with the public and becomes an edu- 
cator. The great army of agents can do far 
more for life insurance than all the insti- 
tutional advertising that can be brought 
into play. The spoken word of a man who 
is respected goes far in making an impres- 
sion. It is more important to see that the 


The Time 


AMELIA EarHArt, the aviatrix, in the 
talk she is giving before various audi- 
ences, makes an observation that will 
appeal to insurance men. She says that 
she never worries after she has started 
upon an expedition. But she does plenty 
of worrying beforehand. She considers 
thoroughly all of the risks of the ven- 
ture and then prepares to guard against 
them. 


men carrying the rate book are well jp. 
formed, are enthusiastic, are aSSUMIng the 
proper attitude than it is to call into play 
advertising devoted to the institution, how. 
ever helpful it may be. 

The salesmen feel the pulse of tix 
people. They know about what they a, 
talking, what criticisms they have, wha 
complaints, etc. There are manifold ways 
in which agents can extend the influence of 
life insurance and can lift it higher ang 
higher in the estimation of the people of 
the United States. 


to Worry 


That is a sound insurance message, 
The time to worry about contingencies 
is before they happen. The natural, hu- 
man tendency is to ignore or overlook 
hazards until they appear and then to 
worry, helplessly and miserably. The 
insurance man seeks to cause people to 
worry in time to take constructive ac- 
tion against the day of death, accident, 
fire and explosion, etc. 








PERSONAL SIDE OF BUSINESS 





C. B. H. Loventhal of Nashville is 
leading the Northwestern Mutual Life 
agents in his state for weekly consecu- 
tive production. He has not missed fire 
for 151 weeks. Mr. Loventhal is promi- 
nent as a local fire and casualty agent 
but is running strong in his life insur- 
ance production. He is a former presi- 
dent of the Tennessee Association of 
Insurance Agents. 


F. L. Klingbeil, Prudential, Detroit, 
returned to his post recently from a 
month’s vacation. Assistant Managers 
A. N. Rosati and C. J. Caspar, Jr., ar- 
ranged a drive in his honor and 182 or- 
dinary applications were submitted for 
$1,252,567, one group case of 70 lives 
and one wholesale case. Mr. Klingbeil, 
gave a banquet for the organization. 


E. E. Hawk, Jr., general agent of the 
State Mutual in Columbus, O., visited 
J. C. Caperton, Chicago general agent 
recently with whom he was formerly 
connected. During the last 18 months 
he has been in Columbus he has built 
up his agency substantially. 


T. M. Simmons, manager United 
States agencies Pan-American Life, has 
been appointed a colonel on the staff of 
Governor-elect R. W. Leche of Lou- 
isiana. 


George A. Chase, Baltimore, vice- 
president Home Friendly, died after a 
short illness at the Maryland General 
Hospital. Mr. Chase, who was born in 
Baltimore in 1891, joined the company 
in 1914 as claim adjuster, advancing 
until he became vice-president in charge 
of claims in 1927. He was the son of 
the late George A. Chase, former presi- 
dent of the company. 


Dr. D. B. Cragin, medical director 
Aetna Life, and Mrs. Cragin were vis- 
itors in Chicago this week en route to 
the home office. They went to Detroit, 
where Dr. Cragin spoke before the 
meeting of the Henry Shoch general 





agency. Dr. Cragin left the home office 
the latter part of February and has been 
barnstorming for a month in the south 
and southwest, looking over the medical 
situation and speaking at a number of 
agency meetings. 


Mrs. A. J. Harris, agency secretary 
of the Capitol Life of Denver, has re- 
turned from a six months vacation in 
Europe. 


Miss Gertrude Low, daughter of Mr. 
and Mrs. E. I. Low, was married to 
George P. Lynch of New York City. 
Mr. Low is chairman of the Home Life. 


Joseph Martin, 78, district manager, 
Metropolitan Life at La Crosse, Wis, 
from 1910 until his retirement in 1924, 
died at his home there. He was born 
in Scotland and came to the United 
States in 1888, starting almost imme- 
diately with the Metropolitan at Rome, 
INE FN 


S. J. Herzberg, Wisconsin state man- 
ager Prudential ordinary department, 
and Mrs. Herzberg are leaving Mil- 
waukee the middle of May for a six- 
week tour to Europe. They will visit 
England, Scotland, Holland, Belgium 
and France. 

T. S. Holcomb, manager Ohio State 
Life, Charleston, W. Va., is the com- 
pany’s honor man for March and also 
is the first member of its 1936 honor 
club. He is high man in paid-for_ in- 
surance for the year, first in examined 
business for March and second in ex- 
amined business for the year. In a 
few days, it is expected, Mr. Holcomb 
will qualify for the company’s agency 
convention trip to Quebec in August. 


The life insurance people who met 
Suketaro Hirose, president of the Nip- 
pon Life of Japan, on his visit to the 
United States a few years ago, will re- 
gret to learn of his death. He always 
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ok a deep interest in American life 
urance practices. He served as 
wncillor tor Japan of the American 
College of Life Underwriters and was 
gstrumental in having the publications 
ij the American College translated and 
sublished in Japanese. 

RG. Richards, agency secretary At- 
yntic Life, has been elected vice-presi- 
dent of the Harvard Club of Virginia. 

With a goal of $1,000,000 in com- 

ted business in March, agents in the 
ventral department of the West Coast 
life wrote $1,133,329 last month in 
jonor of Otto Langpaap, superintend- 
at of agencies of the central depart- 
nent, on his 22nd anniversary with the 
company. rs : 

Mr. Langpaap joined the company in 
Yarch, 1914, at the age of 25. In 1915 
he was appointed a general agent and 
in 1917 was recalled to the home office 
ys inspector of agencies. Following his 
war service in 1923 he was made sup- 
eintendent of agencies for California, 
Arizona and Nevada, which are de- 
ignated as the central department. 

Dezso Garay of Cleveland has just 
completed 734 years of continuous 
weekly production as an agent of the 
Ohio State Life. He has qualified for 
the company’s agency convention in 
Quebec in August. 

A, Leroy Portteus, vice-president In- 
dianapolis Life, who is now state sen- 
ator, has announced for renomination 
for the same office on the Democratic 
ticket. 





A columnist in the Madison (Wis.) 
“State Journal” had the following on 
Harry L. French of French & Horner, 
general agents, Northwestern Mutual 
Life: 

“Harry French’s birthday parties are 


always subject of talk among his 
friends for weeks before and after- 
wards... and with his birthday coming 


tight on top of his reelection as justice 
of the peace of the village of Maple 
Bluff (Madison suburb), his friends re- 
port that they are looking forward to 
areal humdinger of a celebration this 
year, 

“Incidentally, Harry’s chief duty as 
J. P. of the village is not, as you might 
suppose, to perform marriages and ar- 
rest criminals, but to exterminate rab- 
bits and protect the village shrubbery.” 


—. 


George C. Perkins will on May 1 
celebrate his 10th anniversary as man- 
ager of the Newark agency of the Mu- 
tual Life of New York. He celebrated 
his 35th anniversary with that company 
in January, having started as clerk for 
the Mutual Life in Richmond, Va., in 
1901. After service in the Washing- 
ton, Hartford, Providence and Jackson- 
ville, Fla, agencies he was appointed 
superintendent of agents for Florida in 
1908, becoming manager at Wheeling, 
W. Va. in 1919 and manager in New- 


-ark May 1, 1926. The agency has paid 


for more than $60,000,000 of new in- 
surance since he took charge and has 
shown a steady increase. 


F. P. Ebertz, former general agent 
of the National Life of Vermont in San 
Franicsco, has joined the “millionaire” 
class, at least during his visit in Rio 





de Janeiro. Writing to A. S. Holman, 
San Francisco managr of the Travelers, 
Mr. Ebertz, who is on a trip around the 
world, tells of his recent experience in 
Rio de Janeiro when, on cashing a 
$100 U. S. check he received 1,700,000 
in Brazil money in return, “so,” he says, 
“believe it or not, I carried over a mil- 
lion of my own in my pocket.” 

Until his retirement last year because 
of ill health, Mr. Ebertz had been gen- 
eral agent of the National Life of Ver- 
mont in San Francisco for a number of 
years, prior to which he was for more 
than 20 years with the Prudential. He 
had served as president of the San 
Francisco Life Underwriters Associa- 
tion and took an active part in associa- 
tion affairs until his retirement. 


_—o 


W. Henry Smith of Atlanta, assistant 
secretary of the Retail Credit Company 
of that city, died in a hospital in his 
city, April 10, after an illness of two 
years. He had been with the Retail 
Credit Company for 17 years. His 
father, J. W. Smith, was formerly a 
well known banker of Gainesville. Mr. 
Smith graduated from the University 
of Georgia and taught for a year in the 
high school at Marshallville, Ga. In 
1915 he joined the Retail Credit Com- 
pany in Atlanta and shortly afterward 
was transferred to Los Angeles and 
later to Detroit. In 1918 he was shifted 
to Atlanta as manager of the local of- 
fice. He was made assistant secretary 
in 1932. 


—? 


Mr. and Mrs. W. A. White of Newark 
celebrated their 50th wedding anniver- 
sary this week. Mr. White is state 
agent in New Jersey for the John Han- 
cock Mutual Life. 


The Savings Mutual Casualty, head 
office in the Jefferson building at Pe- 
oria, Ill., has been licensed to write 
automobile insurance. Later it will take 
on accident and health. The head of 
the organization is Emmet C. May, who 
was formerly president of the Peoria 
Life. Walter E. May, his son, is sec- 
retary. 


Insurance Round Table 


at U. S. Chamber Meeting 


WASHINGTON, D. C., April 16.—- 
Several features of special interest to 
the insurance business are included in 
the program of the annual meeting of 
the U. S. Chamber of Commerce in 
Washington, April 27-30. 

On April 27, at the session beginning 
at 1:30 p. m., awards will be presented 
to the winners in the 1935 fire waste 
contest by F. W. Koeckert, manager 
Commercial Union Fire. Dr. Thomas 
Parran, Jr., surgeon general of the 
United States, will present plaques to 
the winners in the 1935 city and rural 
health conservation contests. 

On April 29, an insurance round table 
conference will be held at the May- 
flower Hotel. At'this session James E. 
Kavanagh, vice-president of the Metro- 
politan Life in charge of group insur- 
ance, will discuss the subject, “Provid- 
ing Protection for the Employe.” Dr. 
S. S. Huebner, professor of insurance 
and commerce at the University of 
Pennsylvania, will lead a discussion en- 
titled, “New Insurance Needs of Busi- 
ness.” 








a Claim Association’s Committees | 








R. K. Metcalf, manager of the claim 
department of the Connecticut General 
“fe, who is president of the Interna- 
tonal Claim Association, announces the 
ee chairmen for the year as fol- 

Program, Harlan S. Don Carlos, 
inavelers: entertainment, R. D. Tay- 
or, Sun Life of Canada; membership 


and credentias, Harry A. Bayer, Metro- 
Politan r 
Smith, 


Life; medical, Dr. W. B. 
Connecticut Mutual Life; legal, 





Herbert Adam, Penn Mutual Life; ho- 
tel and accommodations, T. W. Hislop, 
Great Northern Life, Chicago; auditing, 
H. H. Shomo, American Casualty; 
press, C. E. Anstett, New York Life. 

L. L. Graham, Business Men’s As- 
surance. is secretary; T. W. Hislop, 
Great Northern Life, vice-president; F. 
L. Templeman, Maryland Casualty, 
treasurer; D. J. Reidy, Guardian Life, 
is serving as chairman executive com- 
mittee. 





New Men Prominent as 
Union Central Producers 











New men make up 11 percent of the 
leading personal producers in the Union 
Central Life. The new men, all of 
whom have been under contract for less 
than a year and most of whom had had 
no previous life insurance experience, 
are all producing a_higher-than-$100,- 
000 rate for the current year. 

No. - man on the list for the first 
three months is B. G. Johnson of the 
Paul Hommeyer agency, Minneapolis, 
who has led at the close of each 
month’s business this year. He is the 
first to qualify for the $500,000 Club, 
having paid for $507,000 of business 
since Jan. 1. 

Second place is held by Paul B. Lein- 
bach of Reading, Pa., who represents 
the Philadelphia agency. Mr. Leinbach 
joined the Union Central last October 





after experience in architecture and in- 
terior decorating. He has paid for 
$383,000, of which $353,000 has been 
written since Jan. 1. Both men were 
among the first to qualify for the $250,- 
000 Club which will meet in September 
at White Sulphur Springs. 

Two other new men, who are pro- 
ducing at the rate of better than $750,- 
000 for the year, are J. E. Pennington, 
San Antonio, Tex., and J. A. McClos- 
key, Philadelphia. 


J. H. Johnson Seriously Ill 


J. H. Johnson, well known local 
agent at Clarksdale, Miss., who retired 
as state insurance commissioner Jan. 
1, is seriously ill at his home. He is 
chairman of the board of control of the 
state eleemosynary institutions. 





Mrs. Louise Kremer, 84, mother of 
Paul H. Kremer, general agent Penn 
Mutual, Milwaukee, died there from in- 
juries suffered in a fall at her home. 
Another son and a daughter survive. 





GREAT SOUTHERN 


*We are interested in 
discussing with those 
who can qualify, our 
liberal agent's contracts 
and unique sales plans. 


HOME OFFICE: 





* ° Non-forfeitable 
direct with Company and liberal first 
year commissions. 


** New rate book—Family Protection— 
Economic Protection—Children's poli- 
cies, with complete line of all regular 
policies. 


°° Sales Plans—Direct Mail, visual pres- 
entations and individual proposals. 


°° Home Office training and supervision 
—Field Schools and selling assistance. 


** Agent's Time Control plans and per- 
sonal budget records. 


THE COMPANY HAS 


°° Financial strength—over $43,000,000 
of assets, 27 years of service, surplus 


protection 
$4,000,000, and over $227,000,000 of 
insurance in force. 


°° An enviable record of prompt pay- 
ment of claims. 


* * Experienced life insurance men direct- 
ing the Company's activity. 


GREAT SOUTHERN 


LIFE INSURANCE COMPANY 


E. P. Greenwood, President 


HOUSTON, 


AGENTS HAVE 


renewal contracts 


to policyholders over 
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NEWS OF THE COMPANIES 





Receivership Hearing Is Held 


Deputy Pew Charges That Postal Au- 
thorities Want to Investigate Com- 
pany’s Mail Business 


DES MOINES, April 16—The mail 
business of the Union Mutual Life of 
Iowa was a target in the receivership 
action brought against the company by 
the state insurance department. M. V. 
Pew, deputy insurance commissioner, 
and Frank Hogan, department examiner, 
testified. Mr. Pew told of the com- 
plaints against the company by policy- 
holders and postal authorities. He said 
the latter were planning to start pro- 
ceedings denying use of mail to the 
company but that the insurance depart- 
ment had asked them to hold the matter 
in abeyance until it had an opportunity 
to examine the company. Mr. Pew de- 
clared the complaints resulted from 
failure to pay claims. 

John L. Gillespie, the company’s 
counsel, declared that the insurance de- 
partment had discriminated against the 





company as to the market value of cer- 
tain Chicago improvement bonds which 
was placed at $42,369 less than the 
$112,687 rating by the company. 

Mr. Hogan testified that nearly 17 
percent of the company’s business was 
written on mail applications. Edmund 
V. Huff, actuary, said the company pro- 
duced $2,832,792 new business in 1934, 
of which $144,030 was obtained through 
agencies and $1,388,762 through the 
mail. Insurance in force decreased 
$1,500,000 in the year. In 1935 new 
business totaled $1,229,510 and insurance 
in force decreased. $207,991. Mr. Huff 
reported that of the Union Mutual Life’s 
$20,000,000 insurance in force, 62 per- 
cent is on the life expectancy term plan. 
No dividends have been paid on this 
business for a number of years, he said. 

B. W. Mayden, state insurance de- 
partment appraiser, alleged inflated 
values in real estate appraisals. 


New Texas Company 


Capitalized at $25,000, the South Coast 
Life of Beaumont, Tex., has been char- 
tered to write life, health and accident 
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300% 


during the past 5 years 
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insurance on a weekly or monthly pre- 
mium plan. Maximum policies will be 
$1,000 for death from natural causes and 
$2,000 in event of accidental death. Will 
E. Orgain and T. V. Smelker of Beau- 
mont and W. O. Childress and V. K. 
Howard of Dallas are the incorporators. 


St. Louis Company’s Fate Is 
Complicated by New Action 


ST. LOUIS, April 16—The circuit 
court at St. Louis has entered an order 
for a 10-day extension of time in which 
proposals for purchase or reinsurance 
of the Continental Life of this city must 
be submitted to Superintendent O’Mal- 
ley of Missouri. The court order now 
provides that all proposals for purchase 
or reinsurance of Continental Life must 
be submitted to Mr. O’Malley on or 
before April 25. 

Counsel for the Continental Life has 
filed a petition in the circuit court ask- 
ing it to terminate the rehabilitation 
proceedings under which the company: 
has been in the hands of Superintendent 
O’Malley since 1934. 

The court is asked to recommit the 
assets to the custody of the corporation. 

The petition declares the company is 
not impaired and the causes for the 
order of rehabilitation actually have 
been removed. 

This new legal action may interfere 
with Mr. O’Malley’s plans for dispos- 
ing of the company’s assets and insur- 
ance. Although Mr. O’Malley has pub- 
licly stated that he favors the mutual- 
ization of the Continental Life, it is 
known that he also is very seriously 
considering a plan under which the 
Continental Life would be merged with 
Central States Life. Superintendent 
O’Malley and Arnold G. Stifel, St. 
Louis investment banker and director of 
the Central States Life, have held a 
number of conferences in regards to 
Mr. Stifel’s reported plans for merg- 
ing the two companies. It is under- 
stood that the steps taken by the Cen- 
tral States Life to obtain RFC funds 
to aid in its new financial plans were in 
furtherance of Mr. Stifel’s contemplated 
bid for the Continental Life. Mr. Stifel 
and Mr. O’Malley made the trip to 
Washington together to confer with 
RFC officials. 


Interviewed in Washington 


When interviewed at Washington 
concerning the possibilities of a merger 
Superintendent O’Malley said that he 
believes the Central States Life could 
handle the business of the Continental 
Life very nicely but that the proposed 
merger had not been discussed with the 
RFC officials. He said that the refi- 
nancing plan submitted to the RFC 
does not contemplate a loan to the Cen- 
tral States Life but an outright cap- 
ital investment by the RFC in the com- 
pany. 

The superintendent said that if a bet- 
ter proposition is received for the Con- 
tinental Life than that the Central 
States Life might submit he would ac- 
cept the better deal. He said, however, 
he is hopeful of keeping the business in 
St. Louis. 


Pan-American Honors Ellis 


The Pan-American Life celebrated its 
24th anniversary in March with a pro- 
duction campaign in honor of President 
Crawford H. Ellis. Although the total 
volume of submitted business was 
slightly less than in President’s Month 
last year, it set an all-time company 
record for both number of applications 
and number of producing agents. The 
campaign was climaxed by a concen- 
trated 48-hour campaign on March 27-28. 
More than 350 agents produced over 
$1,300,000 of business in the two days. 


Brokers’ Suit Thrown Out 


OMAHA, NEB., April 16.—Federal 
Judge Munger instructed the jury try- 
ing the case of Frank A. Willard & 





Co. against former owners of th 
Bankers Reserve Life to render inde 
ment for the defendants. The Ne 
York brokers sued for $260,000 as as 
per cent commission on the price 4 
$3,600,000 the owners of the Company 
were paid when the Ohio Nationa] Life 
purchased all outstanding stock, The 
brokers claimed they had secured , 
purchaser in the American Nation 
Life of Galveston, but that the Tex 
company was prevented from concly, 
ing the deal by the discovery that th, 
company surplus was not as large g 
represented. Judge Munger found th 
testimony did not disclose any discrep. 
ancy of that sort in the company’s 
statement, and held that a proper cop. 
struction of the contract was that no 
commission was to be paid unless a deg} 
was completed. 


State Life President’s Dinner 


A dinner in Indianapolis, attended by 
more than 200 home office employes, 
marked the successful conclusion of the 
president’s month campaign of the 
State Life of Indiana in March in honor 
of President R. Sweeney. Mr, 
Sweeney, at the president’s dinner, was 
presented with a basket of roses and 
scroll listing the applications written 
in his honor. The campaign was di- 
rected by E. A. Krueger, manager field 
service division. The aviation motif 
was employed. 

Indiana, under the direction of G. R, 
Wilson and C. S. Sweeney, general 
agents, scored the largest percentage 
of increase in production over March, 
1935, and C. S. Sweeney led the field 
organization in personal production. 

Dr. C. B. McCullough, vice-president 
and medical director, was toastmaster. 
Talks were made by President Sweeney, 
Albert Sahm, secretary executive com- 
mittee, and C. S. Sweeney. 


Receiver for Denver Concern 


DENVER, April 16.—R. G. Collison, 
president; Mrs. M. A. Ohlson, secre- 
tary, and E. A. Moore and George Cos- 
grove, officers and directors of the In- 
ternational Service Union, a mutual 
benefit association in Denver, have been 
indicted by the Denver county grand 
jury on a charge that there is a short- 
age of $11,000 in the company. The 
company was recently thrown into tem- 
porary receivership, with John Cham- 
bers, Denver insurance man, as tem- 
porary receiver. The concern filed a 
motion to set aside the appointment. 
The right of the attorney-general to in- 
stitute the receivership action is ques- 
tioned. 


Howland, Brigham End Long Tour 


Fred A. Howland, president National 
Life of Vermont, and E. S. Brigham, 
vice-president and chairman of the - 
nance committee, have returned to the 
home office from a 6,000-mile_ trip, visit 
ing agencies in many parts of the cout 
try. Their itinerary included Greens 
boro, N. C.; Atlanta, New Orleans, Dal- 
las, Houston, Los Angeles, San Fran- 
cisco, Portland, Seattle, Salt Lake City, 
Denver, Kansas City and Cleveland. 

Mr. Brigham reported: “Everywhere 
there was an evidence of a revival 0 
business and a general feeling of opt! 
mism. The agents of the company ar¢ 





Expense Limit Measure Is 
Signed in New York State 


ALBANY, April 16—Governor Leh- 
man has approved the bill providing 
first year expense limit on single pre- 
mium life insurance and annuity con: 
tracts shall be limited to 4 instead of 
6 percent of premiums. This is a de 
partmental bill. The governor also ap 
proved the amendment providing a ml 
tual life, health and casualty corpora- 
tion must have a surplus of at least 
$100,000 and the change in law relative 
to advertising of agents and brokers. 
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anal he i f 

ysiastic over the improvement o 
a business and prospects for the fu- 
For 17 consecutive months there 
bas been a steady gain in National Life 


gles. 


Advanced by Provident Mutual 
The Provident Mutual Life has ap- 
pointed Dr. GC: HH. Wiilits as medical 
adviser and Dre FB: 
nedical director. 

Dr. Willits for more than 33 years 
igs been medical director and is now 
giving up active direction to fill the 
newly created position of medical ad- 





M. Beresford as 


viser. : 
Dr. Beresford who becomes medical 
jirector, has been associate medical di- 


rector. 


Biggio Heads Department 


Alvin A. Biggio, formerly assistant 
general manager industrial department, 
Liberty National Life, Birmingham, has 
seen made general manager of the de- 
partment to fill the place created by the 
resignation of L. W. Smith, formerly 
general manager. Mr. Biggio is a grad- 
vate of the Alabama Polytechnic Insti- 
tute and has been with the company 
since 1927. 


Walton Associate Actuary 


H. G. Walton, formerly actuary of 
the Buffalo Mutual Life, has been _ap- 





pointed assistant actuary of Union Mu- | 


tual Life of Maine. He started in the 
actuarial department of the American 
Central Life. After seven years he be- 
came actuary of the Indiana depart- 
ment. In 1933 he was appointed actu- 
ary of the Buffalo Mutual. He is an 





associate of the American Institute of 
Actuaries. 





Stone in New Post 


Jayson Stone, Jr., new Pacific Coast 
field assistant for the State Mutual Life, 
has arrived in San Francisco where he 
will make his headquarters, with Harry 
V. Montgomery and E. A. Keiloway, 
general agents. Mr. Stone has been at 
the home office at Worcester for nine 
years. Previously he was with the 
Pittsburgh agency and the Caperton 
agency of Chicago. 


Anderson Named Executive 


R. R. Anderson has been appointed 
executive vice-president and manager of 
agencies of the Mutual Union Life of 
Seattle. Mr. Anderson entered the in- 
surance business following the war and 
his 17 years of experience includes as- 
sociation with several large companies. 


Alliance Life in Texas Field 

In the recent announcement of the ap- 
pointment of M. W. Hulsey of Dallas 
as general agent for the Ohio State 
Life, the erroneous statement was made 
that the Alliance Life of Peoria, IIl., 
with which Mr. Hulsey was formerly 
connected, is withdrawing from Texas. 
This is not true. The Alliance Life is 
still operating in the state. 


Address Grinnell College Class 


P. C. Irwin, assistant actuary Equit- 
able Life of Iowa, Des Moines, and D. 
W. Hopkins, assistant to the president 
General American Life, St. Louis, will 
address the Grinnell College class in 
vocations at Grinnell, Ia. 











SALES MEETINGS 





Lincoln National Life Meets | 


More Agents Qualify This Year for 
Regional Gatherings and Also for 
Top Club Membership 








Large attendance is expected at the 
1936 regional meetings of the Lincoln 
National Life, qualifiers to date being 
25 percent greater than at this time 
last year, and only three less than the 
total qualified in 1935. 

More agents are also attaining mem- 
bership in the Emancipator Club, with 
more than 32 percent of those qualified 
this year being members, as against 
22 percent last year. Meetings will be 
held at Hot Springs, June 18, 19 and 
20; Green Lake, Wis., June 24, 25 and 
x and Del Monte, Cal., July 13, 14, 
and 15, 





Illinois District Meeting 





Ulinois district agents of the North- 
western Mutual Life held a conference 
at Bloomington, IM., April 16, with W. 
L. Cramer, Paris, Ill., as chairman. The 
theme was “Putting Our District 
Agency Work on a Profitable Basis.” 
«. W. Bosworth, Bloomington, gave 
the address of welcome. W. L. Jacob- 


i 








Northwestern National Life 
Insures Producers Cruise 





Producers who qualified for the 
Northwestern National Life sec- 
ond half-century convention, which 
comprised a cruise to the Baha- 
mas, were insured from the time 
they left home until they returned. 

© coverage, taken out as a mat- 
ter of good business prudence, was 
for $2,070,000 and was placed with 


Lloyds of London with the com- 
Pany as beneficiary. 











sen, Princeton, talked on “The Two- 
Fold Responsibility of a District Agent” 
with a discussion led by L. E. Guthrie, 
Mattoon. W. K. Pierce, Elgin, dis- 
cussed provisions of the Illinois licens- 
ing act. W. R. Chapman, assistant di- 
rector of agencies, spoke on the com- 
pany induction program, with discus- 
sion led by B. L. Peck, Mr. Carroll. 
Other speakers were K. J. M. Cormack, 
De Kalb; H. E. Hauter, Quincy; T. A. 
Lauer, Joliet; R. O. Becker, Peoria; 
E. E. Cantrall, Springfield, and B. J. 
Stumm, Aurora. 

Mr. Chapman addressed the Becker 
agency at Peoria April 1. Next week 
he will be at the C. H. Poindexter gen- 
eral agency in St. Louis. 


Old Line Wisconsin Rally 


J. L. Fox, general agent Old Line 
Life at Elkhart Lake, Wis., was host to 
his agency force and home office offi- 
cials at an agency meeting at Fond du 
Lac. The agency covers seven counties, 
all of which were represented at the 
meeting. John E. Reilly, president; P. 
A. Parker, agency director, and H. A. 
Woodward, manager accident and 
health department in Milwaukee, were 
among the home office speakers. 


MacArthur Shapes Program 


President Alfred MacArthur an- 
nounces that plans are maturing rapidly 
for the Central Life of Illinois conven- 
tion which will be held in Chicago Aug. 
17-19. The Lake Shore Athletic Club 
will be convention headquarters. An 
interesting program of sales stimulation 
is being prepared and the entertainment 
features will not be slighted. 


Phoenix Mutual Coast Meet 


Pacific Coast managers of the 
Phoenix Mutual Life met in San Fran- 
cisco April 13-14- with D. Gordon 
Hunter, vice-president and agency man- 
ager. Among those in attendance were 
Clarence W. Peterson, San Francisco; 
Leon A. Soper, Los Angeles; Richard 
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Achievement— 


An Increase of $32,955,901.00 Insurance in force during 
1935. 


Excellence— 


The prestige that arises from financial stability and years 
of fair dealings is enjoyed by each Anico representative. 
Practical and attractive selling features open new avenues 
of business and complete the equipment of the men in the 
Field. 


Power— 


$554,328,732.00 Insurance in Force. 


$56,326,868.37 in Assets and $11,572,911.56 in Surplus on 
December 31st, 1935. 


Plans— 


Extension of Agency development in both old and new 
territories. 


Ordinary and Industrial 


AMERICAN NATIONAL INSURANCE COMPANY 


Galveston, Texas 
W. L. Moody, Jr., President F. B. Markle, Vice President 
J. B. Mills, Vice President W. L. Moody, III, Vice President 
W. J. Shaw, Vice Pres. and Secretary B. Werkenthin, Vice President 
E. L. Roberts, Vice President (In Charge Ordinary Agencies) 














Life Insurance Week 
May 11 to May 16 


Some years ago the life insurance companies of the 
country were invited to participate in National Thrift 
Week. One day of that week was given over to life 
insurance education and service, and was designated 
Life Insurance Day. Since then the idea has been 
expanded; instead of a single day, a special week 
each year has been devoted to the movement. 


This annual campaign is widely supported by com- 
prehensive and well-designed advertising, and can- 
not fail to make the public conscious of the great 
service and benefits of life insurance as an institution. 


We are glad to join wholeheartedly in this excellent 
movement and congratulate the life insurance com- 
panies for having made this fine start in institutional 
advertising. 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 








L. Sherwood, Portland, and S. B. Carl- 
ton, Seattle. 
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Doorway to 





¢ JANUARY 


Great... 


e FEBRUARY 


Greater... 


e MARCH 
Greatest / 





. . « Making the Great- 
est First Quarter in all 
Provident History. 





Pe OO 


the House of Protection 


Stirring tribute, this, to an alert, capable Field Force working hand 
in hand with an experienced and sympathetic Home Office staff. 


PROVIDENT 
Life and Accident 


Insurance Company 
Chattanooga..... "Since 1887". .... Tennessee 
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LIFE AGENCY CHANGES 


— 








Life Department Taken On 





Cravens, Dargan & Fox, San Francisco 
Managers, Will Represent Connecti- 
cut General Life on Coast 





Cravens, Dargan & Fox, prominent 
fire and casualty managers at San Fran- 
cisco, are opening a life department, rep- 
resenting the Connecticut General Life 
as managers, with R. H. Hepfer, man- 
ager life department Marsh & McLen- 
nan of San Francisco, in charge. G. S. 
Hauck, producer with the Connecticut 
General San Francisco agency, will have 
charge of the service office. . 

Mr. Hepfer has had a background in 
the production field and in development 
of agents. He entered the life insurance 
business 25 years ago, representing the 
Northwestern Mutual Life in northern 
Illinois. Going to the Pacific Coast in 
1922 he became associated with the 
Travelers, serving as assistant manager 
in San Francisco and as manager in 
Oakland from 1923 to 1931. He has 
taken an active part in the San Francisco 
Life Underwriters Association, serving 
as secretary several years ago and chair- 
man of a number of important commit- 
tees. While in Oakland he served as 
treasurer of the East Bay Life Under- 
writers Association. 

Under the new arrangement, the Con- 
necticut General Life, which has been 
under the management of M. L. Fair- 
child in San Francisco for a number of 
years, will maintain a collection office 
only, and production of business will be 
promoted throughout the many northern 
California agency and brokerage con- 
nections of Cravens, Dargan & Fox. 


Brownlee with State Mutual; 
Third Appointment in Texas 








Further expansion in Texas, which it 
entered in January, is announced by the 
State Mutual Life in the appointment 
of Morris Brownlee as general agent in 
Houston. The appointment is the third 
to be made this year in Texas by the 
State Mutual. 

Mr. Brownlee has been nine years in 
the business, four as agent in Houston 
and Dallas for the Travelers and five as 
inanager of the northwest Texas depart- 
ment of the Reliance Life. 

As an agent, Mr. Brownlee was one 
of the state’s leading producers, and 
was instrumental in increasing mate- 
rially his department’s production rec- 
ord. He was chairman of the south- 
western regional vonference held in 
New Orleans in 1934, and was among 
the leading new organization men of 
the company. In 1935 he received an 
efficiency award offered by the company 
to managers meeting the requirements, 
and has the distinction of being the 
only man either in 1934 or 1935 to win 
the award. 


Name Van Brunt at Omaha 


W. M. Van Brunt, 545 Omaha Na- 
tional Bank building, has been appointed 
agency supervisor in the Omaha terri- 
tory for the General American Life. En- 
tering insurance work in 1929, Mr. Van 
Brunt has had seven years’ sales experi- 
ence in Omaha and surrounding terri- 
tory. He is an alumnus of the Univer- 
sity of Nebraska, a director of the 
Omaha Life Underwriters Association 
and general chairman of Life Insurance 
Week for 1936. 








Yeomen Mutual Appointments 


H. P. Baird, for 17 years district man- 
ager of the Peoria Life, has been ap- 
‘cap Wg eneral agent at Waterloo, [a., 
y the Yeomen Mutual Life. Mr. Baird 
has long stood in the top rank among 
midwestern producers. While with the 
Peoria Life he was regularly a member 

















of the $200,000 Club and frequently of 





the Quarter Million Club. He attend 
Monmouth College and the Universi 
of Wisconsin, and has been active jp jp. 
surance work for 17 years. He will hay 
offices at 535 Black building, Waterloy 

J. P. McMahon becomes district map. 
ager of the Yeomen Mutual in the Wa. 
terloo territory and will have charge oj 
a number of counties in that section 
He has been with the company severqi 
years and has made an excellent record 

Dr. G. D. Reed, in the life insurang 
business since 1917, has been appointed 
general agent of the Yeoman Mutual y 
Topeka, Kan., with offices in the Ingyy. 
ance building. 


Yaegers Goes With Houston 


W. I. Yaegers of the J. L. Kassof 
agency Mutual Life of New York, Ney 
York City, has been appointed agency 
organizer for D. F. Houston, Jr, re. 
cently appointed manager of the Proy. 
idence, R. I., agency. Since inception 
of the Kassoff agency in May, 1932, in 
the Empire State building, Mr. Yaegers 
has been agency instructor. Mr. Yaeg. 
ers went from Cincinnati where he wa; 
with the company for ten years. 


Strickland Cincinnati Head 


D. L. Strickland has been appointed 
manager at Cincinnati for the Life oj 
Virginia, succeeding R. W. Gilchrist, 
who becomes special agent there. 











Engstrom Now in Michigan 


Leonard H. Engstrom, who has be- 
come state manager of the Bankers 
Mutual Life of Freeport, IIl., with head- 
quarters in Detroit, gained much suc- 
cess in his work as agency supervisor 
in Indiana and Michigan. He has 





Named Chicago General 
Agent by Ohio National 











JAMES R. KEACH 


James R. Keach, for many years an 
outstanding producer, has been ap 
pointed general agent of the Ohio Na 
tional in Chicago. Offices have been 
established in the Twenty North Wacker 
Drive building. Mr. Keach attended 
Northwestern University, following 
which he entered the investment and 
mortgage business. Then he went into 
the life insurance business and has made 
a record. 

Mr. Keach has been producing at the 
rate of more than $500,000 of personal 
business, with an agency record 0 
$1,500,000. Me 

Associated with him will be William 
E. Hewitt, for several years a profes- 
sional football star with the Chicago 
Bears. He was chosen all-American end 
in the professional class the past thret 
years. > i 
Mr. Keach has been Chicago “oo 
agent of the Alliance Life since 19 ‘a 
Prior to that he was with the Phoen 








Mutual Life one year. 
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ypened headquarters in the Majestic 
wilding in Detroit where the company 
quarters commensurate with its ex- 
jaded business in that territory. Dur- 
ig March the Michigan state office had 
, larger business than during January 
ind February combined. : 
An agency meeting will be held Fri- 
tay of this week in Detroit and the 


jacers from Freeport will attend. 





Beck Named at Carroll, Ia. 


John H. Beck, former special agent 
it Omaha for the John Hancock Mutual 
life has been named general agent of the 
Bankers Life of Nebraska, with head- 
warters at Carroll, Ia. His district in- 
Judes Carroll, Audubon, Crawford, 
Shelby and Harrison counties. Mr. 
Reck, a graduate of Creighton Uni- 
versity, practiced law until 1929, when 
e entered the insurance field. 


Russell Agency Expands 

Iohn H. Russell, home office agency 
nanager Pacific Mutual Life, has had 
Ventura, Santa Barbara and San Luis 
Obispo counties added to his territory. 
W. E. McNeil and Winfield Scott have 
yen named district supervisors in the 
new counties, with headquarters at Ven- 
wa. They have been agents there for 
some time. 

W. B. Mason has been appointed dis- 
trict field supervisor at Pasadena. He 
was agency supervisor for California of 
the Great Republic Life for several 
years prior to which he had repre- 
sented other companies. 








Names District Supervisors 

George Beeding, Moody, Tex.; L. R. 
Soxell, Llano, Tex., and L. B. Horton, 
[om Green county and adjoining coun- 
ties, with San Angelo, Tex., as head- 
juarters, have been named district man- 
agers by E. W. Wade, agency super- 
visor Pan-American Life, San Antonio, 
lex, 


Casperson Goes to Cleveland 


Henry J. Casperson, district manager 
Penn Mutual Life at Youngstown, O., 
has been promoted to sales production 
manager for the company at Cleveland 
under General Agent Rene P. Banks. 
Mr. Casperson built an outstanding 
iwency unit at Youngstown. 


Toledo General Agent Resigns 


Roy K. Severns, general agent Pa- 
‘ific Mutual Life, Toledo, O., has 
resigned to go into the bottling busi- 
ness with his brothers. He has been 
with the Pacific Mutual since 1919, hav- 
ing developed agencies in Indianapolis, 
Louisville and Toledo. 











Mason With Guarantee Mutual 

Frank Mason has been named gen- 
cral agent of the Guarantee Mutual 
Life for San Bernardino, Riverside and 
[nyo counties, Cal. He was formerly 
with the Bankers Life of Iowa as as- 
‘istant general agent at Des Moines, 
ater becoming conservation manager 
tor the state of Ohio. 





Spenser Agency Supervisor 


Manuel S. Camps, Jr., Boston, gen- 
‘ral agent Penn Mutual Life in Bos- 
on, has appointed W. G. Spenser 
agency supervisor. Mr. Spenser is a 
graduate of Springfield College and has 
an M. A. degree from Harvard, He 
Joined the Penn Mutual agency in 1934 
ind in his first year produced $175,000 
business, 


Named Unit Managers 


_E. R. Grisell and W. B. Lichtenstein 
_" been appointed unit managers by 
- W. Flickinger, Indianapolis general 
agent John Hancock. They will have 
ent charge of new production in In- 
tanapolis. Ray O. Woods, sales man- 
ager for the agency, will devote more 
of his time to work among agents in 
other Indiana cities. 


















NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 

» ete. lementing the “Unique Manual- 
Digest,” published annually in May at $5.00 and the 


“Little Gem" published annually in March at $2.00 























Illustrations of New Schedule 





Phoenix Mutual Life Gives Comparisons 
of Its Present Dividend Scale 
and July 1, 1936 Setup 





The Phoenix Mutual Life has pub- 
lished illustrations of its new dividend 
schedule of July 1, 1936 and compar- 
isons with the present schedule, in ad- 
vance of sending out the actual new 
dividend inserts for the rate book. 


While the new dividend scale reflects 
the smaller amount of savings available 
from interest earned over the amount 
required for reserves and funds held by 
the company, the Phoenix Mutual is 
able to apportion larger savings from 
underwriting and loading, so that the 
total amount of dividends to be dis- 
tributed will be as large as if the 
present schedule had been continued. 
This adjustment involves changes in the 
dividends on individual policies. Fre- 
quently the dividend is larger than the 
corresponding dividend under the pres- 
ent schedule. In policies with large re- 
serves, particularly, the new dividend is 
smaller. On all single premium and 
full paid policies, the new dividend is 
less than the present. 

Below are given the illustrations on 
several forms: 


Seventy Special Annual Life (314%) 


ist 5th 10th 20th 

Div. Div. Div. Div. 
Age 30 New....... $2.49 $2.55 $2.71 $3.27 
Age 30 Present .... 1.95 2.26 3.23 3.18 
Age 40 New ....... 2.27 2.46 2.79 3.42 
Age 40 Present.... 2.41 2.36 2.87 3.20 
Age 50 New ....... 2.41 2.73 2.99 3.9 
Age 50 Present .... 1.83 1.89 2.73 4.54 


Seventy Special 20 Premium Life (3%%) 
10th 20th 


‘ Div. Div. Div. Div. 
Age 30°’ New .......$2.28 $2.44 $2.73 $3.76 
Age 30 Present.... 1.83 2.30 3.51 4.41 
Age 40 New ....... 2.09 2.37 2.85 4.12 
Age 40 Present.... 2.29 2.42 3.24 4.82 
Age 50 New ....... 2.25 2.66 3.10 4.88 
Age 50 Present .... 1.74 1.98 3.14 6.12 
Retirement Income at 65 (3%%) 
ist 5th 10th 20th 
Div. Div. Div. Div. 
Age 30 N6W 2.066. $2.29 $2.44 $2.73 $3.75 
Age 30 Present 1.84 2.30 3.51 4.40 
Age 40 New....... 1.89 2.26 2.91 4.85 
Age 40 Present 2.18 2.49 3.65 6.58 
Age 50 New ....... 1.48 2.34 3.71 6.19 
Age 50 Present.... 1.28 2.46 5.40 9.16 
Annual Life (3%) 
1st 5th 10th 20th 
Div. Div. Div. Div. 
Age 30 New....... $4.92 $5.24 $5.73 $7.08 
Age 30 Present 4.21 4.76 6.07 6.87 
Age 46 New........ & 57 6.11 6.92 8.64 
Age 40 Present 5.47 5.77 6.80 8.26 
Ase 50 New ....... -24 8.07 9.02 11.34 
Age 50 Present .... 6.32 6.91 8.45 11.66 
20 Premium Life (3%) 
ist 5th 10th 20th 
Div. Div. Div. iv. 
Age 30 New ....... 90 $5.50 $6.43 $9.11 
Age 30 Present 4.23 5.17 17.05 9.70 
Age 40 New ....... 5.55 6.38 7.65 10.88 
Age 40 Present 5.51 6.19 7.85 11.47 
Age 50 New ....... 7.21 8.28 9.64 13.66 
Age 50 Present.... 6.33 7.26 9.38 14.62 
10 Year Term (31%2%) 
1st 5th 10th 20th 
Di iv. Div. Div. 
Age 30 New ....... $1.86 $1.86 $1.85  .. 
Age 30 Present ae 1.73 2.4 
Age 40 New ....... 1.34 1.37 1.42 
Age 40 Present 1.92 1.56 1.52 
Age 50 New ....... % 1.19 -94 
Age 50 Present .... 1.14 .66 50 
Full Paid Life (344%) 
Present 
Age New Div iv. 
BM cs nae eee eure d $2.57 2.64 
BO cv oticetouHee ease 2.22 3.03 
BON. .icucccuteccevenes 2.01 2.75 
Oe dicdlavete te wae Oe eee 1.80 2.66 
(0 ee Perce rier es rr 1.71 3.25 
BOs vei ce cou cawadates 2.00 3.80 





Austin Mutual Life 


The Austin Mutual Life of Texas is 
writing a new accumulative old age 
policy written to fill a definite insurance 
need of persons from 61 to 70 years of 
age. Its first quarter sales were over 
$1,000,000, this policy being a contribut- 
ing factor. 





PILOT |LIFE 
Makes Record 


In honor of President Green, the Pilot Life 
representatives did themselves proud during 
March — President's Month — by writing the 
largest volume of business ever written in one 
month in the Company's history. 


The business written and the increase in in- 
surance in force during the first quarter of 1936 
was substantially ahead of the same period for 
1935. 


EMRY C. GREEN 
President 


PILOT LIFE 


INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 
Established 1903 


J. M. WADDELL 
Agency Manager 

















THE OPEN DOOR 














A GENERAL AGENCY 


WITH THE COMPANY THAT REACHED 75 MILLIONS 
IN 8 YEARS 


Bankers National Life Insurance Company, the Company that 
reached the 75 million mark in 8 years, is laying plans for even further 
expansion. New General Agents are going to be needed. They 
should be in training now. To a limited number of men who have 
certain qualifications, aspirations and present limitations, the Com- 
pany will give its 

Special Contract for Prospective General Agents 
IF—your paid-for production in 1935 exceeded $100,000 
IF—you have some organizing ability 
IF—your future with your present connection is limited 
IF—you live in 


NEW JERSEY PENNSYLVANIA 
DELAWARE WESTERN MASSACHUSETTS 
MARYLAND RHODE ISLAND 


Write to 
Wm. J. Sieger, Vice President and Supt. of Agencies 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 
MONTCLAIR, NEW JERSEY 

















THE NATIONAL 


UNDERWRITER 
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|| ACTUARIES | 











CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN CISCO LOS ANGELES 




















ILLINOIS 


DONALD F. CAMPBELL 
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As SEEN FROM CHICAGO 





IN CHARGE OF ACACIA MUTUAL 


H. H. Surridge and B. D. Wheeler, 
assistant managers Acacia Mutual Life 
at Chicago, have been placed in charge 
of the office temporarily pending the 
appointment of a successor to Lynn S. 
Broaddus, former manager, who has re- 
signed to become manager for the 
Guardian Life at Chicago. N. A. Har- 
lan, executive secretary home office 
Acacia Mutual and manager home office 
agency, went to Chicago to confer with 
officials of the agency there. 

* * & 

THURMAN AGENCY SETS RECORD 

Agents of the Thurman agency of the 
New England Mutual Life of Chicago 
wrote $2,646,608 of business in March 
in a special drive honoring General 
Agent E. B. Thurman while he was 
away on vacation. This was reported 
by the company to have been the 
largest single month’s production in the 
history of the New England Mutual at 
Chicago. There were 264 applications 
written by 29 agents. For the year to 
date the agency is considerably ‘ahead 
of its quota. 

ac caen 
VETERAN BERKSHIRE AGENT DIES 

George T. Mason, the oldest agent of 
the Berkshire Life in Chicago, died at 
his home there. He had been in failing 
health for over a year. Mr. Mason was 
76 years of age. He was born at Lan- 
caster, Ky. He went with the Berk- 
shire in 1889, when the first active 
agency in Chicago was established un- 
der the late"W. D. Wyman as general 
agent. Burial was at Princeton, IIl. 

oe oe 
ANOTHER ASSESSMENT PREPARED 


Although the theory of placing an 
arbitrary valuation of $8 per $1,000 on 
insurance in force and levying on life 
companies a personal property tax 
against this factor, scaled down sim- 
ilarly as in the case of other property, 
was thrown out in circuit court at Chi- 
cago so far as the 1933 assessment was 
concerned and declared void by the 
board of tax appeals there for 1934, 
the assessor has prepared similar as- 
sessments for 1935, it was learned this 
week. Some assessments, according to 
Tim Lowry of Eckert & Peterson, in- 
surance law firm representing a num- 
ber of companies, already have been 
spread on the roll, and others made ap- 
plicable by joint resolution of the as- 
sessor and board of tax appeals. The 
entire theory is now before the Illinois 
supreme court for review in the orig- 
inal case in which a large number of 
companies won a decision restraining 
the county treasurer from collecting the 
tax. This case is now set for June 
term and a decision is expected to be 
rendered by fall on appeal by the state’s 
attorney of Cook county. 

The assessor's work sheets this year 
show the arbitrary equity value per 
$1,000 for purpose of the investment has 
been reduced to $7.50. According to 





Mr. Lowry, however, the theory of ap- 
plying the tax appears to be the same 
as before, namely that. each $1,000 of 
insurance in force in Cook county has a 
personal property value to the company 
issuing the policies. The assessor orig- 
inally determined that 60 percent of 
Illinois’ population is in Cook county 
and applied this factor against the in- 
surance department’s report as to in- 
surance in force to determine how much 
was in force in the county. In the 
first case the $8 per $1,000 was scaled 
down by applying a 37 percent equal- 
ization factor, but the companies filed 
complaint with the board of tax ap- 
peals which debased the $8 assessment 
80 percent, or to $1.60 per $1,000 
against which the 37 percent factor was 
applied, and then the tax rate. 

A similar method was used in 1934 
but the board declared it was void for 
companies that had filed complaints al- 
though the assessment stood against 
some that did not file. Eckert & Pet- 
erson have represented a number of 
American Life Convention companies 
in the litigation; Hoyne, O’Connor & 
Rubinkam, the Life Presidents Asso- 
ciation, and Scott, MacLeish & Falk, a 
number of independent companies. 

* * * 


STOCK QUOTATIONS 
H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 


cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
Apina Tile :s504% 10 .60 36% 37% 
Alliance Life ... 1 Sate 14% 2 
Bank. Nat. Life. 10 1.00 19 21 
Central Life, Ill. 10 ae 7 ne 
Cent. States Life 5 iets 2 oes 
Colonial Life ...100 10.00 235 255 
Columbian Nat..100 4.00 90 100 
Conn. Gen. Life. 10 .80 52%, 53% 
Cont. Am. Life. 10 1.20 30 35 
Cont. Assurance. 10 2.00 42 44 
Farm. & Traders.100 10.00 185 215 
Fed. Life, Chgo. 10 tHe 5 10 
Girard Life 10 -40 10% 12 
Great Nor. Life. 10 aot 7 9 
Great South. Life 10 2.50 34 36 
Tsll® Of VB. 00:0 20 3.00 90 105 
Lincoln, Nat. ... 10 1.20 31 33 
New World .... 10 .40 7 8 
Northw. Natl. .. 5 ee 13 14 
North Amer. ... 2 eee 334 4% 
Ohio National .. 10 1.00 22 25 
Ohio State Life.100 10.00 225 yr 
Old Line Life... 10 .60 15 ay 
Pacific Mutual .. 1 os 16% 17% 
Philadelphia Life 10 shecs 31% 4% 
Provident Life.. 10 .80 12 ae 
St. Louis M. Life 10 eiere 7 f 
Bum Take: .<..64 <6 00 = 530 550 
TREVOUEDS 6660 ox 00 16.00 630 640 
Union Central .. 20 1.20 35 45 
Wisconsin Natl.. 10 .50 14% 16 

*x* * * 


DINNER FOR BROADDUS 


About 40 Chicago general agents and 
managers were guests of the Guardian 
Life at a dinner in that city for L. S. 
Broaddus, who has just been appointed 
manager of a second office in Chicago 
for the Guardian. He was formerly 
manager of the Acacia Mutual there. 
Frank F. Weidenborner, superintendent 
of agents, presided. Also from the head 
office was George Mendes, assistant 
superintendent of agents. 





E. N. Oistad, Guardian manager j, 
St. Paul, and Hillis Rhyan, Milwag,” 
manager, went to Chicago for the func. 
tion. A telegram from ice-Presiden 
J. A McLain was read and Mr, Weiden. 
borner called on a number of gues, 
who expressed their friendly feeling {o; 
Mr. Broaddus and his company. Amon, 
those who were called on were Fre. 
erick Bruchholz of the New York Life 
who is president. of the Chicago Aggo’ 
ciation of Life Underwriters; W, \ 
Houze, John Hancock; P. B. Hob} 
Equitable Life of New York; A. E, Pa: 
terson, Penn Mutual; C. B. Stume 
Penn Mutual; E. B. Dudley, Traveler: 
and H. C. Hintzpeter, Mutual Life ,; 
New York. 

George Hoffman, the original map. 
ager in Chicago for the Guardian, we. 
comed his new colleague. Mr. Oistag 
also spoke. 

* * 

EDWARDS AGENCY IN RECORD 


Agents of the Edwards genera 
agency, Aetna Life in Chicago, rolled y 
a total of more than $1,000,000 writte, 
business with 164 applications during ; 
10-day absence of General Agent R. § 
Edwards, who attended the Generaj 
Agents Association meeting at Edge. 
water Gulf and stopped over in Mem. 
phis to visit his brother. Production so 
far this month is keeping well ahead oj 
the same period last year. 

x ok 
FINANCING ISSUE AGAIN UP 


The question of financing agents again 
is troubling managers and genera! 
agents in Chicago, following a depres- 
sion letup of several years. The reason 
is that a few agencies have become ac- 
tive again in offering inducements to 
new men to sign contracts, one office 
being reported to be offering $50 a 
week, more or less guaranteed, for z 
number of months. Recruiting is one 
of the major problems there as else- 
where in the country. The financing is 
a strong factor which is causing agents 
to gravitate toward offices. This prac- 
tice is presenting a problem to many 
officials, but other agency heads are 
firm in their decision not to revive the 
old expensive financing methods. 


Storm Loss Heavy 


Losses of life and accident companies 
in the Tupelo, Miss., tornado of Apri 
5 are estimated. at $500,000 or more. 
Ed Mason, home office supervisor, and 
E. J. Cambran, district manager at 
Meridian for the National Life & Acci- 
dent, were on hand in Meridian to pay 
claims as soon as proof was presented. 

C. S. Leavell, agency supervisor and 
T. J. Johnson, Memphis cashier Mv- 
tual Life of New York, were there 
ready to settle claims immediately. 
Other companies are making similar 
arrangements. 


Planned Estate Courses 


The Home Life is graduating two sp¢- 
cial classes in planned estate selling this 
week, one from the Preble agency ™ 
Boston and the other from the home 
office sales division. The course stresses 
the professional service available to cl 
ents rather than actuarial considerations. 
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llinois Program Completed 


Director Palmer, Frank H. Davis, L. O. 
Schriver Among Speakers at Spring- 
field Congress April 25 





Complete program for the annual 
ales congress at Springfield, Ill, April 
95, sponscred jointly by the Illinois as- 
ciation and Springfield association is 
anounced by J. L. Taylor of Spring- 
jeld, chairman program committee. Ses- 
sions will be held at the Leland Hotel. 
| M. McClenaghan of Elgin, president, 
and H. M. Solenberger, vice-president 
sate association, will preside at the 
morning and afternoon sessions, re- 
gectively. Attendance of 500 is an- 
ticipated. 

The first speaker will be F. G. Bray, 
supervisor of agents Thurman agency, 
New England Mutual, Chicago, his sub- 
ject being “Let’s Build Our House on a 
Rock.” Paul Speicher, Insurance Re- 
search and Review Service, will speak 
on “The Recovery Role of Life Insur- 
ance.’ The last speaker in the morning 
will be Director Palmer of Illinois, on 
the new agents’ qualification and licens- 
ing law. 

. E. McNamara, Barber Agency, 
Equitable Life of New York in Chi- 
cago will be the first speaker in the 
afternoon, his subject being “Facing the 
Facts.” The congress will close with 
an address by F. H. Davis, agency vice- 
president Penn Mutual, on “What the 
General Agent Should Expect from His 
Agent.” 

Interspersed between these speakers 
there will be brief remarks by Presi- 
dent L. O. Schriver and Vice-president 
A. E. Patterson of the National asso- 
ciation, and brief reports on state asso- 
ciation activities. 

The congress will be preceded Fri- 
day evening with a dinner meeting of 
the state association, with election of 
officers and directors. A complete re- 
vision of the constitution and by-laws 
will be proposed by a committee of 
which Herbert Hendricks of Decatur is 
chairman, 

*x * * 

Little Rock, Ark.—As disclosed in re- 
cent survey reports, a tremendous num- 
ber of business and professional men 
desire more life insurance than now car- 
ried, E. G. Olden, superintendent of 
agencies Lamar Life, said. He added 
that more business women are inade- 
quately insured than business men. 

* * x 

Denver—Roger B. Hull, managing di- 
rector the National association, will ap- 
pear before the meeting of the Colorado 

association here April 29. 





Local Associations Plan 
for Life Insurance Week 











Plans for National Life Insurance 
Week, May 11-16, are under way in all 
sections of the country. Local life 
underwriters associations are organizing 
special committees to handle the various 
activities. Daily morning joint sales 
meetings are being planned in some 
cities, while in other cities flying squad- 
rons of speakers will address agency 
meetings. An essay contest for school 
children is being conducted in Newark 
to tie up with insurance week. 

Insurance week chairmen have been 
named in a number of cities in addition 
to those already named, as follows: 

San Francisco—A. K. Deutsch, Equit- 
able of N. Y. 

_Kansas City—J. B. Turner, Connec- 
ticut Mutual Life. 

Detroit—Staff Hudson, Aetna Life. 
pacattle, Wash.—Paul Green, Aetna 

Te, 

Amarillo, Tex.—William Benton. 

Jackson, Mich.—Paul C. Peck. 

Oklahoma City—R. L. Baird. 





Preparation Needed 


O. Sam Cummings in Cincinnati Ad- 
dress Lays Great Stress on the 
Work of Prospecting 


Better 








Making 1936 a better, and not a big- 
ger, year was discussed by O. Sam 
Cummings, general agent Kansas City 
Life at Dallas, before the Cincinnati 


Life Underwriters Association. He de- 
clared that business can be written 
under any conditions. In his own 


agency, there has never been a blank 
day in its 20 years’ experience. The 
backbone of the life insurance business 
is the average producer, he asserted. 
Today better preparation is needed for 
success and there is no excuse for a 
person failing to have the fundamental 
information for mastering the essen- 
tials of life insurance and life insur- 
ance selling. 


Should Be Prospecting Experts 


In his opinion, more people get out of 
the business because of inability to 
prospect than for any other reason. He 
said that the depression caused the 
agent to turn to the salaried people as 
the best prospects from the business 
and professional men who were hardest 
hit as a class by it. Recently, he ob- 
serves a tendency for this latter group 
to come again into the picture. The 
farmer is also back in the market after 
a long absence. 

Mr. Cummings cited the results of a 
survey he had made of 10 cases each 
for 238 agents of 13 companies. He 
found that 1,294 of the 2,380 cases came 
from natural contacts and 406 cases 
arose from cold canvass. The survey 
showed the necessity of a diversification 
of prospecting methods. He suggested 
that each agent examine his last 10 
cases to determine whether he had fal- 
len into a prospecting rut. For ex- 
ample, an agent with 600 prospects had 
not talked to a single woman about 
life insurance. 


Should Be Selective 


The agent should also be selective in 
his prospecting and not waste time on 
mere “suspects.” He should concen- 
trate on seasonal prospecting in those 
occupations where the income is con- 
centrated largely in a few months’ time 
at a particular season of the year. The 
agent should make an analysis of his 
prospect’s needs so he is able to sug- 
gest a definite plan to fit the particular 
case. He should sell the more perma- 
nent forms of life insurance and less 
term insurance. The average policy size 
is too small. The agent should talk a 
larger policy than he can sell; it is al- 
ways possible to come down. Mr. Cum- 
mings suggested that the agent quote 
$500 more on every policy he sold. This, 
he said, would add 25 percent to the 
total income of the agent. 

Don’t offer credit to the prospect, he 
advised, get some money at the time 
the application is filled out. If some- 
thing is paid for, the purchaser has a 
greater interest in it. The agent should 
have some system of record cards and 
should look for the weak points in his 
selling and management. 


Central Maine Life Group 
Holds First Official Meet 


The first official meeting of the Cen- 
tral Maine Life Underwriters Associa- 
tion was held in Augusta, Me., at which 
the following officers were elected: 
George Hopkins, president; Frederick 
Lewis, vice-president; Amiel LaVallee, 
vice-president; Louis Merrow, vice- 








president; W. J. Bennett, secretary and 
treasurer. 
Chasse, 


William 
Herbert 


The directors are: 
Arthur Chavonelle, 





A NEW NATIONAL ADVERTISING CAMPAIGN 


Mutual Benefit men like the way the Company’s adver- 
tising for 1936 is opening doors for them. “You'll find 
our representatives capable advisers,” the advertisements 


say. 


“They can discuss any type of sound insurance. 


They can tell you of the Mutual Benefit’s strength, how 
it has paid a dividend for every one of its ninety-one 
years and that no other company has a more liberal 
record. Keep a door open for the Mutual Benefit man 


when he calls.” 


The 
MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


HOME OFFICE: 


NEWABK- 


NEW JERSEY 














Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 


Renewal Commissions 
Assistance in the Field 


GuLoBeE LirE INSURANCE Co. 





Home Office Co-operation 


OF ILLINOIS 
WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 


40 Years of Continuous Faithful Service 


to 


Policyholders 





Writing Complete Line of Modern Policies with 
All Standard Provisions 


Ages (0-60) 


Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Write Us Topay For ParticuLars 


431 South Dearborn Street 


Chicago, Illinois 
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Get the sales ideas and suggestions from The A. & H. Review, Chicago. 
$2 a year. Subscribe today] 
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TULANE 


One hundred and two years ago, the Medical College of Louisiana— 
now Tulane University—was founded in New Orleans. To read the 
fantastic, almost unbelievable story of the early struggles of this 
now famous educational institution is conclusive proof that truth is 
stranger than fiction. 


The average age of the seven founders was twenty-seven years. 
Dean Thomas Hunt was twenty-six. He and his youthful associates 
had no money; they had no equipment; they even had no quarters. 
But they had courage; they had vision; they had determination 
and enthusiasm. With those qualities as their only tools of con- 
struction, they started to build. And today—one hundred and two 
years later—Tulane University is recognized throughout the land as 
one of America’s truly great institutions of learning. 


* * K* * kK * 


Those qualities, so firmly planted in the minds and hearts of the 
youthful founders of Tulane University, are the self same character- 
istics which successful life insurance men must possess. Courage 

. vision . . . determination . enthusiasm. Home Office folk 
can do much to keep those qualties of their field associates in high 
gear. This Home Office prides itself upon having that task as one of 
its major and ever-constant objectives. 


For agency information address 
THEODORE M. SIMMONS 
Manager U. S. Agencies 
PAN-AMERICAN LIFE INSURANCE COMPANY 
New Orleans—U. S. A. 
C. H. Ellis, Pres. E. 


G. Simmons, Vice-Pres. & Genl. Mgr. 


















































UNITED STATES—Business in Force—Over $90,000,000 





ft BS Uy. > = 
MICHIGAN 
$26,149,813 


ILLINOIS 
$30,605,655 





North Dakota 
$14,844,579 


Washington 
$2,578,118 


Minnesota 
$21,185,241 








Total Business in Force 
UNITED STATES AND CANADA 
$570,774,224 


Assets over $143,000,000 




















Modern Contracts for Modern Needs 


THE 
GREAT-WEST LIFE 
ASSURANCE COMPANY 


Head Office 
Winnipeg—Canada 


























Foster, Thomas Shatney, Ross Stuart, 
Wilmer Voorhees, D. J. Rice. 

Commissioner Spencer of Maine gave 
a short address, followed by W. Lee 
Baldwin, superintendent of agencies for 
the Union Mutual Life, who discussed 
organization work. 

* *K * 


Worthington on the Circuit 


Superintendent of agencies W. P. 
Worthington of the Home Life is ad- 
dressing life underwriters’ associations 
in Oklahoma City and Peoria, IIl., this 
week on “What Makes the Buyer Buy.” 
He will also visit the agencies at St. 
Louis, Kansas City, Minneapolis, and 
Chicago. 

* * * 


Worsham on Tour 


J. A. Worsham, author of “Low Pres- 
sure Selling,” is on a speaking tour of 
Life Underwriters Associations. He 
will speak at Lafayette, Ind. April 
23; Galesburg, IIl., April 28, and Hous- 
ton, Tex., May 11, on “New Strategies 
in Selling.” 

* *K * 

Peoria, I11.—W. P. Worthington, super- 
intendent of agencies Home Life, will 
speak Friday on ‘What Makes the Buyer 
Buy.” J. W. Ross, past president, has 
been named general chairman of the 
program in observance of National Life 
Insurance Week, May 11-16. 

*x* * xX 

Fort Wayne, Ind.—C. W. Noble, agency 
director of the Mutual Trust Life, spoke 
at the meeting this week. He started in 
life insurance with the Mutual Benefit 
Life as a rate book man. Later he was 
appointed agency supervisor in Indiana. 
In 1927 he became associated with the 
Mutual Trust Life, which sent him to 
Seattle as manager of the Pacific Coast. 
In 1930 he was called to the home office 


and a year later was made agency 
director. 
Albany, Ga.—An_ association was 


formed here with Robert Troy, Union 
Central as president, and T. T. James, 
Gulf Life, secretary. Some of the life 
men of Macon attended the meeting and 
assisted in organizing. 

* * 

San Antonio, Texas.—O. Sam. Cum- 
mings, Texas general agent Kansas City 
Life, was guest speaker at the April 
meeting, talking on “Succeeding as a 
Life Underwriter in 1936.” He listed as 
elements of success writing better busi- 
ness rather than larger volume, better 
training for agents; better prospecting, 
and better sales presentation through 
study of methods and analysis of results. 

* * * 

Jackson, Mich.—Close cooperation be- 
tween life underwriters and trust com- 
panies or bank trust officers was advised 
as a profitable policy by Harold Leslie, 
trust officer Jackson City Bank & Trust 
Company, in his talk on “Life Insurance 
as a Trust Officer Sees It.” 

* *K 

Fremont, Neb.—The Fremont associa- 
tion was host to 15 members of the 
Omaha and Lincoln associations at a 
dinner and smoker. 

F. B. Summers, Omaha district mana- 
ger New York Life, who leaves May 15 
to become supervisor for New England, 
made a special plea for affiliation of the 
local men with ‘the state and National 
associations and pointed out the need 
for organized effort. James Preston, Ne- 
braska manager Columbus Mutual Life, 
dwelt on the human responsibilities of 
life underwriting. 

A skit with Floyd Rosenfelt, Equitable 
Life of Iowa, and Hugh Wallace, Con- 
necticut Mutual, in the cast was the 
highlight entertainment feature. 

* OK OK 

Akron, 0.—Plans have been completed 
for a sales congress Saturday, April 18, 
with the following speakers on the pro- 
gram: Russell Moore, assistant manager 





| tual 


of agencies Midland Mutual Life; Frank 
M. See, general agent New England Mu- 
Life, St. Louis, Mo., and Vash 
Young, Equitable Life of New York. At 
a special meeting approximately 50 new 
members were added to the association, 
bringing the total to 249. 
* *K 
Kansas—With an outstanding program 
headed by Lester O. Schriver, president 
National association, a record breaking 
attendance is expected at the sales con- 
gress in Wichita May 9. 
* * * 
Boston—A. V. Youngman, 
Benefit Life in New York, 


Mutual 
talked on 


“Back to Hardpan Again.” 


Cc. J. Zimmerman, of Newark, former 
president Life Underwriters: Association 
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Desirable 


Territory 
ILLINOIS 


and 


INDIANA 


with a sound 
progressive organization 


Write to 


RURAL BANKERS 


Life Insurance Co. 


610 Sherland Building 
South Bend, Indiana 


RURAL BANKERS 


Life Insurance Co. 


1106—130 N. Wells Street 
Chicago, Illinois 


John V. Sees, President 
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> 
rnia—President Ke llogg Van 
winkle, Equitable Life of New York, 
os Angeles, reports paid member- 
ships aS of March 31, of the 13 Cali- 
ial associations total 1,010, divided 
7s: Los Angeles 254, San Diego 
Fresno 84, Santa Ana 13, San 
pernardino 27, Pasadena 43, Oakland 81, 
gan Francisco 270, Sacramento 90, San 
nse 54, Long Beach 28, Stockton 29 and 
canta Barbara 10. 

+ o£ 
philadelphia—Paid membership April 1 
yas 540, the highest in history. 

* *K * 
Jacksonville, Fla.—Judge WwW. S. Cris- 
yell of the juvenile court spoke on 
“What Life Insurance Can Do for Me 
and Mine,” and discussed plans for the 
essay contest on the benefits of insur- 
ance being conducted by the Federation 
of Women’s Clubs. V. E. Beamer out- 
lined plans for the observance of life 
insurance week, May 11-16. Membership’ 
is now the largest in history. ; 

* * * 
LaPorte County, Ind.—E. R. Black- 
wood, district manager Metropolitan at 
Indianapolis, spoke at Michigan City, 
Ind, on “The Value of a Standardized 
sales Talk.” He was one of the four 
speakers at the tri-state sales congress 
recently held at Ft. Wayne, Ind. 

* 


Califo’ 












* 

Richmond, Va.—F red C. Abbott, assist- 
ant collector of internal revenue for 
Virginia, spoke on “The New Taxes and 
Life Insurance.” 

* kK x 

Toledo, O.—A. J. Chase, general agent 
Connecticut Mutual Life, is general 
chairman for sales congress here Satur- 
day. Hanford Bergman, general agent 
Midland Mutual Life, is program chair- 
man. Presiding at the various sessions 
will be Marius Hanson, president Toledo 
association; Merritt Mason, general agent 
Northwestern Mutual, and O. B. Haller, 
Equitable Life of New York. 

Speakers announced are: Superintend- 
ent R. L. Bowen; C. E. Hodgman, Mutual 
Benefit Life, Detroit; H. Abbott, 
Pittsburgh general agent Massachusetts 
Mutual; A. R. Jaqua, associate editor of 
the Diamond Life Bulletins, Cincinnati; 
N. L. Schmid, Toledo, Sales Manager 
Woolson Spice Co., and J. P. White, San- 
dusky, O., Metropolitan Life. 

* * 

Nashville—E. B. Thurman, Chicago 
general agent New England Mutual Life, 
will speak April 24 on 
and Its Relation to Life Insurance.” 

* 

Davenport, Ia.—Some especially at- 
tractive talent is assured for the sales 
congress here May 9. Among those who 
will talk are O. Sam Cummings, Kansas 
City Life, Dallas; Louis Behr, Equitable 
Life of New York, Chicago; Dr. L. G. 
Sykes, head of the Life Extension Insti- 
tute; C. R. Fooshe, Prudential, St. Louis, 
and Henry Files, Northwestern Mutual, 
Cedar Rapids, Ia. 








| “Sweetest Income 
in America” 


HAT’S what a “big time” 
life underwriter said of the 
side commissions obtainable 
from selling income protection. 


Increasing Life writings at the 
same time you sell income pro- 
tection depends on a plan. 


Our book “The Sweetest In- 
come in America,” outlines this 
plan now in successful opera- 
tion in a number of Inter. 
Ocean Agencies. 


If you are interested in an 
H & A connection with us, 
write for this booklet. 


Inter - Ocean Casualty Co. 
12th Floor American Bldg. 
Cincinnati, Ohio 
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Four-Point Recruiting Plan 





Provident Mutual 
Agencies Tells 


Superintendent of 
of Successful 
Program for New Men 





_ No great amount of recruiting is be- 
ing done because general agents feel 
that they do not have much to offer 
to prospective agents, Malcolm Wil- 
liams, superintendent of agencies Provi- 
dent Mutual Life, told the managers 
conference of the Philadelphia Associa- 
tion of Life Underwriters in a frank and 
constructive discussion of recruiting at 
its April luncheon-meeting. General 
agents believe they have a fine business 
and great companies to offer, but these 
points are merely the background. 
One young manager who has been 
doing a good recruiting job, Mr. Wil- 
liams said, offers prospective agents four 
things “and one of them is not money.” 
This particular office, he stated, offers 
prospective agents a successful atmos- 
phere around the agency. “That the 
agency is a comfortable place for you 
and some of your veterans does not 
mean that it is necessarily so for new 
men. Is it stimulating? Is the ap- 
pearance of the agency attractive to the 
prospective agent? What sort of people 
are in the agency? Do you have men 
who are not successful and whose pres- 
ence acts as a hindrance to new men?” 


No Wholesale Elimination 


Mr. Williams declared that he does 
not believe in wholesale elimination of 
agents merely for the sake of elimina- 
tion. While statisticians may prove that 
it costs $50 to seat each man, that figure 
is not correct as the cost actually is 
small “unless you can replace him with 
better men.” He does not believe in 
kicking every one out who is not mak- 
ing a fortune although “the time occa- 
sionally arrives to get rid of some of the 
worst of them.” 

Third is a practicable and workable 
training program “that you can take out 
in the rain.” He went on to say that 
a mental hazard of recruiting is that 
agencies are not quite convinced that 
they have the technique to train new 
men to go out and sell life insurance 
right away and make money. The gen- 
eral agent wonders what to do with the 
new man and fears that he may come 
into his office and later complain that 
he wasn’t started in the proper manner. 

Wide Range in Training 

There is a wide range among agencies 
in training new men and in results 
achieved. He told of a study made by 
his company of ten good agencies for 
1933, 1934 and 1935 of about 240 men 
having 2,896 potential productive months. 
The results ranged from 60 percent for 
the top agency to 30 percent for the 
lowest, with the top agency average 
production at 100 and the lowest at 25. 

General agents know what to do to 
train men although some cannot trans- 
mit their programs in actual practice, 
said Mr. Williams. General agents 
should see if the plan works on new 
recruits and, if not, they should over- 
haul it. 

The fourth point is good supervision. 
The only person who matters regarding 
supervision is the agent who knows the 
truth of the quality of supervision he is 
receiving. “If it is worthless, he might 
just as well work from his own living 
room.” 


Detroit Managers Elect 


The board of directors of the Asso- 
ciated Life General Agents & Managers 
of Detroit was reduced from 12 mem- 
bers to nine at the annual meeting. 
President G. A. Reem, State Mutual 
Life; F. A. Smart, Equitable of Iowa; 
G. E. Lackey, Massachusetts Mutual; 


York; C. A. Purdy, Canada Life; H. K. 
Schoch, Aetna Life; R. H. Kerr, State 
Life of Indiana; W. S. Reeve, Union 
Central, and R. M. Ryan, Equitable of 
New York, were elected directors. The 
new board will select the officers. 


Claim Checks “Bounce Back” 


Claim checks supposed to have been 
issued by the American Aid Association 





of South Bend, Ind., for “disability ben- 
efits’ have been “bouncing back.” This 
was one of the 36 concerns that were 
put out of business by a decision of the 
Indiana supreme court in June, 1935, 
bringing them under the supervision of 
the Indiana department. The association 
now has no existence in Indiana so far 
as the insurance department of that state 
or the secretary of state’s office knows. 








“IT COULDN’T HAVE 
MADE THE GRADE 


. . without the help of The Southland Life’s 
new advertising plan for agents,” says Frank M. 
Seroggins of Marshall. “With this plan, a bad 
year was made far better for me, and I am 
confident it will work even better this year.” 

For information concerning our plan write 
to First Vice-President Clarence E. Linz, or to 
Vice-President and Agency Manager, Col. Wm. 
E. Talbot. 


SOUTHLAND LIFE 


Insurance Company 


HOME OFFICE . .. DALLAS, TEXAS 


Harry L. Seay, President 
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Are You Willing to WORK fora Company Which Is Willing to WORK with You? 
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J. B. Macken, Mutual Life of New 





> and aggressive entrant in the Life Field. 


TEAM MATES IN THE FIELD OF COMPLETE INCOME PROTECTION 


BOSTON, MASSACHUSETTS 


TO PROSPECTIVE AGENTS 


The PRESTIGE of forty-one years of outstanding success in the Health and Accident 
Field and’ OPPORTUNITY FOR ADVANCEMENT with a young, financially strong 
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LOYAL INSURANCE COMPANY 


Organized 1935 
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TODAY 


... the original principles 
of fraternity carried on 
in a Society offering 
complete modern life 
insurance protection. 


FUTURE 


..-progress to still greater 
heights with additional 
service to those who 
have protected their 
dependents. 


Desterday 


..-it is 1883; the founding 

of an idea by 21 men, 

who builded better than 
they knew. 























——Now Writing all New Business 
on American Experience 314% Basis 


MODERN WOODMEN 
OF AMERICA 


Head Offices 
ROCK ISLAND, ILLINOIS 




































TO MARE 
YOUR BUSINESS 
A PLEASURE ** 


Everyone at the Mayfair takes real pleasure in 
the business of making your business a pleasure 
—in helping you look your best, feel your best 
and do your best while you are transacting busi- 
ness in Saint Louis. That’s the Mayfair idea of 
the hotel business. Because you are more than 
“a name and a room number” to those on the 
Mayfair staff, you always find it a pleasant place 
to come to, to stay in, and to return to. 


Rates: $2.50 to $6.00 single; $4.00 to $7.00 
double. Over 50% of the rooms for $3.50 or less. 
Each with private bath. 


“hid (Dayfair 


HOTEL LENNOX — Only One Block Over — Same Management 






















3 Restaurants 
Tue Mayrair Room, THE 
Horsrau and the COFFEE 
GRILL... Air-conditioned 
lobbies, lounges and restau- 
rants — Garage Service. | 









EIGHTH AND ST.CHARLES 
SAINT LOUIS * * * 





Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspaper. 











LEGAL RESERVE FRATERNALS _ 





Hold Fraternal Week Soon 


Societies and Members Throughout 
Country Plan Observance Set 
for April 20-25 








State fraternal congresses, societies 
and their lodges and councils through- 
out the country next week will observe 
National Fraternal Week, April 20-25, 
having been designated by President 
P. F. Gilroy of the National Fraternal 
Congress for the celebration. Frater- 
nalists during the period in many ways 
will bring to public attention the ideals 
and purposes of fraternalism. The ob- 
servance is much the same as Life In- 
surance Week conducted by old line 
life companies and their agents. 

Fraternal lodges will meet during the 
week, hold ceremonials, rituals, drills, 
etc., laying special stress on the ideals 
and beneficial activities of fraternals. 
The plan suggested this year is for each 
local lodge to appoint a committee of 
three to meet with similar committees 
of other local lodges in the same com- 
munities, in order to arrange joint ob- 
servance of the week. 


Modern Woodmen Secures 


Writ in Premium Tax Case 








DES MOINES, April 16.—Suit to re- 
strain the Iowa department from col- 
lecting a 2% percent premium tax was 
filed in federal district court here by the 
Modern Woodmen. Judge Dewey is- 
sued temporary restraining order and 
fixed April 29 for hearing on petition 
for permanent injunction. The order 
restrains the insurance department from 
collecting the tax and from withholding 
a renewal license. 

This is the first action brought in 
federal court to test validity of the 
premium tax as against out-of-state fra- 
ternals. Other actions are pending in 
state courts on the same subject. 





Several Societies Withdraw 
from State of New Jersey 





A number of fraternals did not renew 
their New Jersey licenses in March and 
have withdrawn from the state. So far 
as can be learned, the department’s atti- 
tude has been friendly and the only 
reason for the withdrawal was because 
these societies did only a small amount 
of business in the state and considered 
it unprofitable to maintain an organiza- 
tion there for that purpose. The socie- 
ties are: Chicago Fraternal Life, Trav- 
elers Protective, St. Louis; Russian Na- 
tional Mutual Aid, Philadelphia, which 
has been reinsured by the International 
Workers Order; Brotherhood of Amer- 
ica, Philadelphia, and Grand Fraternity, 
Philadelphia. 


Celebrate Golden Anniversary 


The Protected Home Circle of 
Sharon, Pa., will round out a half cen- 
tury of operations in May and the an- 
niversary will be suitably observed at 
the home office and at meetings of 
lodges. 

The Protected Home Circle orig- 
inated with P. D. Stratton of Salem, 
O., who represented an eastern life 
company and at Sharon interested the 
Baptist minister who assisted in pro- 
moting the fraternal. Mr. Stratton was 
organizer and secretary, the minister, 
the Rev. H. C. Hall, pastor of the First 
Baptist Church, being elected first 
president, and formulating the ritual. 
The society now operates actively in 
Alabama, Illinois, Indiana, Kansas, New 
York, Ohio, Pennsylvania, Maryland, 
Michigan, Missouri, Virginia, West Vir- 
ginia and District of Columbia, about 








half the membership being in the home 





| 
state and 25 percent in Ohio, § q 
Hadley is president. A junior depar;, 
ment, insuring children from birth t 
age 16, was organized in 1930, 


Passes 40th Year Milestone 


The Fidelity Life of Fulton, 1 
passed its 40th year recently. It yq 
formed as the “Mystic Workers of the 
World,’ the purpose being to adm 
men and women on an equal basis, Dr 
G. W. Clendenen, chief physician Mog 
ern Woodmen, was the principal q. 
ganizer, resigning his post for that py. 
pose. Over four years were require 
to procure membership of 500 « 
manded by law. A juvenile departmey 
was started in 1918, and membersh 
now is 65,000 adult and juvenile. Wz. 
ter C. Below is president. 


Grant Judgment in Oklahoma 


After dismissing the jury in the ty 
collection suit of Oklahoma against th 
Praetorians, Judge R. P. Hill renderg) 
a verdict in favor of the state, with 
judgment for $25,316, the full amoun 
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asked. Several similar cases filed bf The nati 
the state have resulted in judgments fo; by compat 
the state by Judge Hill and _ othe the publi 
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field manager of a new office opened by 
the Praetorians in Long Beach, (al 
He has been in the business more than 


27 years, formerly being assistant supe-fm He said 
intendent of the Prudential in Los An.q™iob for the 
geles. ~efiononed 
the agent | 

Named in California — 

W. R. Topham has been appointed looked at 
secretary of the Independent Order of makes the 
Foresters’ high court in southern Cal: He saic 
fornia, succeeding the late S. G. Du- nade in p 
kerley. Mr. Topham_has been higif,. scent 
treasurer since 1928. F, E. Hand, JB. ee 
state manager, becomes high treasurer was m 


and Richard Harry, high councilman, 


Adopt $5 Minimum Rule 





appointed. 














The Lutheran Brotherhood bf) Protec 
adopted a ruling that no certificate wil 
be put in force unless a regular pre I 
mium of more than $5 is paid, except 
yher i is less - 
_ a the annual premium is le KANSA 
: that today 
Gale J. Johnston, St. Louis, division: fMbands anc 
sales manager for the group departmen! Mame acti 
of the Metropolitan Life, spoke fend 
“Salesmanship” at a sales congress cij™ 2S Increa 
the St. Louis Real Estate Exchange. in which 
cared Dr. 
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SALES IDEAS AND SUGGESTIONS 











Direct Mail and National Ad 
Campaigns Help Agents 





Direct mail is the best form of adver- 
‘ising for the individual agent, D. Bobb 
Slattery, assistant to the vice-president 
Penn Mutual and president Life Adver- 
ijers Association, told the supervisors 
conference of the Philadelphia Associa- 
ion of Life Underwriters at the lunch- 
leon meeting. 

He said, “life insurance has not come 
wp to the zenith of other products in the 
istributing end,’ and that the distrib- 
uting end was not up to standards set 
by other branches of the business, such 
4s actuarial and investment. 


National Advertising Is 
Greatly Helping Agents 


The national advertising being done 
by companies is of value to agents. 
‘The public generally is more excited 
about life insurance advertising than we 
are ourselves,” he said. National adver- 
ising is awakening the public to life 
insurance and every agent is benefiting, 
whether his company is advertising or 
not. There are now 19 companies run- 
ning national ad campaigns. 

He said direct mail can do a better 
job for the agent as an individual than 
ay other form of advertising, because 
the agent can select his own prospects, 
he knows when they receive the adver- 
ising, he knows the advertising is 
looked at, and the agent goes and 
makes the call. 

He said some mistakes had been 
made in presentation of direct mail to 
the agent, it having been oversold to 
‘Methe agency force. The men found it 
was no miracle worker and were dis- 
appointed. He urged that direct mail 


Protection of Children’s 
Interests Is Important 





KANSAS CITY, April 16.—The fact 
that today more than ever before hus- 
bands and wives are engaging in the 
same activities, particularly traveling, 
has increased the number of instances 
in which they are killed together, de- 
tlared Dr. George B. Van Arsdall, field 
mstructor Equitable Life of New York, 
ata field school here. 

With all the safeguards in a policy 
designed to provide that the children get 
the money, if it can be proved the wife 
lived a moment after the husband in a 
double catastrophe of this kind, the 
loney goes to the wife’s estate. 





Should Be Foolproof 


The policy should be foolproof in this 
‘connection so that the children will be 
certain to get the money. Every policy, 
‘xcept possibly the cleanup fund, etc., 
should be so written as to provide the 
income go to the wife and then to named 
beneficiaries, In this way the assured 
certain the money will go to those 
‘e wants it to go. 

If the money represented by the in- 
‘urance policy or policies should be all 
Ne property the assured has and should 
§0 to the children, who will pay the 
luneral and other expenses? A trustee 
should be appointed by the assured, 
rather than allow the matter rest and 
make it necessary for a legal guardian, 
whom the assured might not have 
Wanted to have the money and its care, 
0 be appointed by the court. 

e€ wife could name _ beneficiaries, 
though few companies allow this. A set- 
‘lement clause would do the job. 





be sold to the agent on a common sense 
viewpoint. It will help organize the 
agent’s time if it is used week in and 
week out and followed up. It will make 
the approach easier. It will take the 
chill out of cold canvass. It will add 
prestige to the agent. 


Gives Results of His 
Company’s Mail Drive 


In 1935, he said, his company sent 
114,000 direct mail letters and received 
reports on 67,000. These showed that 
nearly 2,000 persons were sold and 


| 15,000 others were good future pros- 


pects, some already having been sold. 





About one out of every four was either 
a good future prospect or was sold. 

Another mistake made in direct mail 
was that too many letters were sent at 
one time. The rule should be that no 
more letters be sent out than can be 
followed up in a week—possibly ten a 
week. 

Agents must call on every prospect 
receiving a letter. Unless they do, 
there will be no distribution of the 
product. He urged that agents give 
direct mail a fair trial, to send ten 
names a week for 12 weeks, and to 
send letters to “suspects,” as this would 
bring new blood to the prospect lists. 

In 1929, the companies were averag- 
ing eight to ten percent replies on di- 
rect mail. During the depression the 
percentage went down, but it started 
to pick up in 1935 and today is doing 
twice as good work as a couple of years 
ago, he said. 

Managers will be guests of the super- 
visors at the May meeting. 





Handy Selling Tips Given by Chambers 





The only sure road—and shortcut— 
to success in life insurance selling is 
through continuous and consistent plan- 
ning and prospecting and by seeing the 
people, C. Chambers, Philadelphia 
manager, National Life of Vermont, 
told the Plico Club at the home office 
of the Philadelphia Life. He said no 
one has a right to success in life insur- 
ance unless he does things which lead 
to success. 

C. F. Edmondson, general agent, 
Philadelphia Life, Danville, whose 
agency was washed out by the flood, 
said that while his section was hard hit, 
his agency still had faith in life insur- 
ance and the ability of his locality to 
come back. All members of the agency 
attended the luncheon. 


Essentials of Agent’s Job 


Mr. Chambers presented a_ chart 
headed “personal organization” and show- 
ing the necessary essentials for an 
agent. He said when any agent enters 
the business he studies and learns life 
insurance, sales presentation, finds pros- 
pects and does some planning... Then 
he sets down an objective and makes up 
a work program. 

“Knowledge rightly acquired is 
power,” he said; the agent knows he 
knows, and has no fear of the unknown. 
“You will always have to study every 
day you are in the business or some 
young man will push you out,” he said. 

He advised studying when the brain 
is clear and advocated getting up early 
for the purpose. He suggested agents 
carry something with them for study 
in odd moments. 


Working Through Groups 


He stressed the value of working 
through groups, when one man in an 
en is written, going down the 
ine. 

Objectives are necessary, he said. If 
the agent knows where he wants to get, 
it is easier to get there. Every day the 





Agent Says Policyholder 
Wants House to Live In 





Agents of the Columbus Mutual Life 
are requested to fill in forms contain- 
ing reports of their visits with old 
policyholders. One question in the 
form reads: “What does the policy- 
holder want?” An agent reporting a 
recent visit to a Pennsylvania flooded 
district, answered thus: “This policy- 
holder desires a house to live in. His 
old address was, etc.; his temporary 
address is, etc.’ 





agent has to plan, whom to see, when 
he is to see them, what to say, what 
the prospect will say. “Plan to sell a 
man not for today but for five, ten, 20 
years from now,” he said. “Don’t sell 
a policy, sell a plan. And minimize the 
cost. 

“Get a formula for your case planning. 
Make it an absolute rule that you won’t 
start out in the morning unless you 
have a definite plan. Every Saturday 
plan for next week; every month plan 
for the next month, and at the end of 
every year plan for the next year.” 

“In your sales presentation, realize 
that no one wants life insurance but 
does want what life insurance will do. 
Have a planned presentation but get 
through it in a friendly conversation. 
Your first job is to get in; second, to 
establish confidence, and third to find 
out his problems. Then you come back 
later with your solution. Realize the 
value of visual selling.” 

He said not to argue with prospects 
but agree with them, using the “Yes, 
but” method. “Closing begins at the 
start of an interview; it is done with 
your reserve arguments, using your 
tools and minimizing the cost. Logic 
and reasoning will build you up but 
they won’t close cases. Don’t forget 
emotions.” 








@ ALES IDEA 


OF THE WEEK 





CARRIES A SPARE 


C. N. Poling of the Union Central at 
Kalamazoo, Mich., carries two fountain 
pens, his technique being: 

“When a prospect is ready to sign the 
application hand him your ‘spare’ and 
say, ‘I’ll fill out the receipt for the pre- 
mium. The amount is $158.50. This 
way we can bind the company to the 
risk from the moment the application 
is approved. From a_ psychological 
point of view, it makes the signing of 
the application easy. After you have 
filled out the application, if vou continue 
writing it is much easier for the pros- 
pect to sign his name. Carry two foun- 
tain pens—hand the prospect your 
spare.” 

* * x 


MAKE APPLICATIONS LARGER 


C. J. D. Rudolph of the home office 
of the Southland Life gives some prac- 
tical suggestions on the way to increase 
the size of applications. This is what 
he says: 

1. When talking retirement life in- 
come to the young man or woman, al- 








SPARKS 


from the firing line 
By JOHN W. AGENT 





Joe B —, a new man, is a big clumsy 
good natured sort of a chap. The other 
evening he got so excited entering the 
living room in a strange house that he 
knocked over a bowl filled with gold- 
fish. After the confusion quieted down 
he walked out with a signed applica- 
tion. However, this novel type of ap- 
proach is not recommended. 

* * x 

In the hot weather, particularly, many 
salesmen are tempted to “visit” with 
customers on general topics and get to 
the subject of insurance slowly. This is 
dangerous. After a half hour of pleas- 
ant political or family discussion the 
prospect is likely to say, “Well, Jim, 
I’ve got to get to work. Come in again, 
some day.” The opportunity for a sale 
is gone. 

* * x 

Statistics show that more than 80,000 
people who bought insurance in 1934 
are dead today. A powerful argument 
for the prospect who wants to put off 
buying that policy to next year. 

* * * 


The prospect was talking about going 
back into the stock market. The sales- 
man said: “That’s fine, Mr. Brown if 
you can afford to speculate. But I’m 
talking to you about something alto- 
gether different—a guaranteed income 
at 65. No flyer in stocks will give you 
any such guarantee.” He sold the an- 
nual premium retirement annuity on 
that one statement and left that office 
with the signed application and the 
check. 








ways talk $50 or $100 a month. This 
is much more interesting to the pros- 
pect than $10 a month. But, when the 
time comes to reduce the size of the 
application to conform with the pros- 
pect’s budget, sell it in units of $12.50 
a month instead of $10. Tell the pros- 
pect to increase this income in units of 
$12.50 when promotions and increase in 
salary come. Four units will pay him 
$50, and eight units $100 a month. In 
this way you can sell $1,250 just as 
easily as you could $1,000. For every 
four units you sell you will have gained 
$1,000 in volume. 

2. Another way to increase the size 
of your applications in selling the small 
buyer of insurance is to sell him the 
amount of insurance necessary to pro- 
vide $100, $50, or $25 per month, to 
his beneficiary, for an even number of 
years. Volume required to provide 
these different incomes for one to ten 
years follows: 

Volume to Provide 
$100a Mo. $50aMo. $25 a Mo. 

$ 1,190 ea es, 


For No. 

of Yrs. 

1 year 

years 

eau years 

$ years 

years 

years 

years 

years 

9 years 

10 years 

Roger B. Hull, in his talk to the Dal- 

las Association of Life Underwriters, 

said that the social security act will 

make the American public “Monthly 

Income Minded.” This being the case 

why not cash in on this by offering the 

public the above plans—plans which will 

provide monthly income for themselves 

and their beneficiaries? You will not 

only be selling the American public 

what it wants, but the size of your pol- 

icy will in every case be greater than 

the customary $1,000, $2,000 or other 
even amount policy. 
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Metropolitan Finds Deaths Can Be Cut 


(CONTINUED FROM PAGE 1) 





In comparison with the influenza 
virus, the various pneumonia bugs are 
as big as a hat. Latest indications are 
that there are at least two types of 
virus in influenza. In view of this prog- 
ress there appears to be much greater 
likelihood than ever before that a vac- 
cine or other preventive method will be 
developed against influenza. 

“It looks like a three-cornered race,” 
Dr. Armstrong stated. “One group of 
research workers is laboring arduously 
to develop, more effective sera for the 
bedside treatment of more types of lobar 
or pneumococcus pneumonia itself. 
Through another channel, the principal 
effort is directed at the development of 
a vaccine that would prevent lobar pneu- 
monia before its occurrence. Still other 
workers seem to have cornered the virus 





that causes influenza itself, and are en- 
deavoring to devise a method for its 
prevention. 

“From the human angle, it is all to 
the good, whichever group makes the 
most progress or actually wins the race. 
In any event, the prospects of genuine 
accomplishment warrant a very reason- 
able degree of conservative optimism, 
and full cooperation on the part of the 
public and other agencies in carrying 
on this phase of the microbe fighters’ 
battle against disease.” 

The Metropolitan’s influenza-pneu- 
monia commission is actively cooperat- 
ing with the New York State Medical 
Society, the state department of health, 
the State Public Laboratories Associa- 
tion and the Commonwealth Fund in an 
educational campaign to bring to the 
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You'll enjoy your Los Angeles visit 
so much more if you stay at Hotel 
Clark. Convenient to every business 
and pleasure center, with a luxury 
and a comfort that will surely please 
The Clark Coffee Shop and 


Grill offer unusual food at low prices. 


555 Rooms mon bath 


@ Directly opposite the Sub- 
way Terminal in downtown 
Los Angeles. 
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beds, large rooms with lux- 
urious fittings. 
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ingly low cost. 
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hospitality that greets you. Youll 
like the sleep inspiring beds — the 
well furnished rooms and the fine 
food — but most of all youll like the 
real economy of rates. 
Drive your car into <p 

the Shirley-Savoy 

Garage. 


400 ROOMS FROM $159 
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attention of doctors generally the mor- 
tality improvement resulting from early 
diagnosing and typing of pneumonia and 
the use of serum where it is available 
for the type of disease as diagnosed. 
During the last four months two-thirds 
of the state’s county medical societies 
have held meetings for this purpose. 
Similar work is also being carried on 
in certain other states. 

What can be done by effective and 
widespread use of the most advanced 
medical knowledge is shown in the Met- 
ropolitan’s industrial policyholder mor- 
tality. In 1911 diphtheria caused 27.3 
deaths per 100,000. In 1935 it caused 
2.2 per 100,000. During the same period 
typhoid dropped from 22.8 to 1.1 and 
tuberculosis went from 224.6 to 55.6. In 
1935 deaths from typhoid, measles, scar- 
let fever, whooping cough and diphtheria 
were 11 per 100,000, little more than half 
the rate from automobile accidents 
alone. 

As has been indicated in the adoption 
of vaccines for smallpox, typhoid and 
diphtheria, the innate conservatism of 
the medical profession has to be over- 
come before general adoption of a new 
preventive or curative agent gains wide- 
spread acceptance and_consequent low- 
ering of death rates. By its educational 
campaign in cooperation with other 
organizations the company hopes to cut 
down the period between the discovery 
of a new death-curbing agent and the 
widest adoption by doctors. 


Metropolitan Commission’s Work 


The Metropolitan’s commission has 
been at work since its appointment at 
the time of the influenza epidemic of 
1918. Through its many years of work 
it has contributed much to the problem 
of pneumonia control, especially through 
the development of serums for the treat- 
ment of a number of types of pneu- 
monia. 

In the prevention of pneumonia, the 
company, through the commission, has 
fostered and partially supported the very 
important work of Dr. L. Felton, 
formerly at Harvard but now at Johns 
Hopkins, in his efforts to develop a 
vaccine which would be given to per- 
sons to immunize them against pneu- 
monia. 

Mortality So Far Excellent 


For the year to date, the mortality 
record for influenza has been excellent, 
despite extreme weather conditions, Dr. 
Armstrong stated. The national figures 
are reassuring, in spite of a few mod- 
erate outbreaks in widely separated sec- 
tions of the country. For this disease, 
the company’s industrial policyholder 
mortality to March 28 showed a death 
rate per. 100,000 of 24.4 as compared 
with 32.3 for the same period in 1935. 
The corresponding pneumonia rates for 
the same period were 115.8 as against 
109.8. 


Executive Committee Votes 
for Mutualization Plan 


(CONTINUED FROM PAGE 3) 


the Equity Corporation did not find the 
life insurance business a very profitable 
enterprise and the expense allowance for 
handling the business of the old Mis- 
souri State did not offer sufficient re- 
ward to Equity Corporation, because 
Equity was eager to sell and get out of 
the picture. 


a 


Progress Is Reported in 
Eliminating Part-timers 


(CONTINUED FROM PAGE 1) 


Mr. Behan was appointed a member 
of the committee to succeed W. P. 
Coler, actuary American Central Life, 
resigned. 

Chairman Davis reported he had re- 
cently forwarded a questionnaire to the 
57 signatory companies, and reports 
from 51 that replied showed a decrease 
of 7,432, or 34 percent, in number of 
part-time agents by March 1, 1936, com- 
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National L. & A. Increases 


The National Life & Accident has jy 
completed the largest first quarter } ind 
history. Collections on industria] 
persistency on ordinary business show, 
higher ratios than in years. Ever gin 
the first week in June, the company fy 
shown continuous uninterrupted 
creases week by week. 


Home Friendly Changes 


The following promotions and trang 
fers are announced by the Home 
Friendly of Baltimore: Staff Manage 
Ward of Washington, D. C., to Eade 
Md.; Agent A. Holveck of Wilmington, 
Del., as staff manager in Washingt : 
Agent J. Segal of Pittsburgh, as asgg 
ant manager there; Agent W. C. 
lagher of Chester, Pa., as assistant mate 
ager there; R. A. Turner of Easton, Md 
to Baltimore as staff manager of No. 
Staff; Lee McKenney to the Baltimore 
district as canvassing staff managel 
Staff Manager J. B. Tregoe to home 
office claim department. 


American National Meet 


The industrial department of 
American National is holding its 
nual convention at Galveston Appi 
22-24. W. J. Shaw, vice-president ag 
secretary, is general chairman. Judg@ 

S. Henderson, general counsel, yil 
welcome the agents and W. Suther nd, 
field supervisor, will respond. Some 
300 are expected to attend from the 31 
states and three foreign countries in 
which the company operates. 





Prudential Promotions 


F. L. Houck, superintendent of 
Prudential at Lorain, O., has been trans: 
ferred to take charge of ‘the Warren, 0, 
district. C. L. Clancy, assistant sue 
tendent at Youngstown, O., becomes st 
perintendent at Lorain. He started a 
Youngstown as an agent in 1922 and was! 
made assistant superintendent in 1924, 7 

R. H. Towner, assistant superintend 
ent of Toronto No. 3, becomes superin 
tendent of the Prudential at Kitchener) 
Ont. He became an agent at Toront 
No. 3 in July, 1924, and in Novembet 
1933, he was made assistant. 

Walter Ford, assistant superintent} 
ent of the Ottawa, Ont., district, 
been promoted to superintendent of 
Halifax, N. S. He joined the Pruden: 
tial as an agent in 1925 in Montreal ant 
in 1926 was promoted to assistant s 4 
erintendent in that city, remaining there: 
until his transfer to Ottawa in 1933. — 

The Prudential has created a dis 
trict in Huntington, L. I., where here 
tofore there has been only a detached 
office. The new office will be unde 
the supervision of S. J. Brooks, ford : 
merly an assistant superintendent t 
Far Rockaway. He started with the 
Prudential as an agent in Brooklyn if 
1922 and the following year was pre 
moted to assistant superintendent) 
there. He was transferred to Far Rock 
away in 1933. j 

The Glen Cove office will now be@ 
detached assistancy of the Huntingtoll 
district. It was formerly a branch of 
the Hempstead district. 


W. F. Reed, 55, assistant superintendal 
ent of the Prudential in Columbus, 0 
died there. He had been with the pre 
dential 32 years. 








pared with Jan. 1, 1935, and decrease 
2,447 full-time agents, or 3.7 percetl 
during the same period. A 
The total decrease, full-time and ag ; 
time, was 9,879 contracts since Jan. § 
1935. Mr. Davis said these figures wet 
conclusive evidence of the companies) 
determination to eliminate part-time 
agents and unsuccessful full-time agen: 
The committee will hold another meee 
ing, early in June, for further considert 7 
tion of its problems. 4 





